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Exceptionally fine wood-carving beautifies this rosewood piano 


N AURA of mystery long surrounded 

the Campbell House in downtown St. 
Louis where two wealthy bachelors lived 
behind closely shuttered windows. The two 
recluses were the sons of Robert Campbell 
who crossed the plains and won wealth in 
the early days of the West. Among his 
companions were Kit Carson, Jim Bridger 
and other notables of that adventurous era, 
and Campbell’s own exploits as fur trader 
and Indian fighter have been mentioned 
by several writers including Washington 
Irving. 

At the age of twenty, Campbell came to 
St. Louis from Ireland in 1824, and the 
following year joined an overland expedi- 
tion for the sake of his health. In time he 
became a trapper and later co-owner of an 
important fur trading company. 

Before the famous battle with the Black- 
feet at Pierre’s Hole, Campbell and his 
friend William Sublette made their wills as 
they dashed forward on horseback to join 
the fray, each naming the other executor. 
During the fight Campbell displayed great 
bravery by carrying his wounded friend to 
safety under fire. Despite his numerous hos- 
tile encounters with the Indians his fairness 
and integrity won their lasting respect. 

After amassing a fortune in beaver pelts, 
Camphell returned to St. Louis in 1836 and 
became one of the town’s most influential 
citizens, serving as president of two banks 
owner of the Southern Hotel and much real 
estate. In 1854 he acquired the Campbell 
House which had been built in 1851. 
During the Mexican War Campbell 








played a prominent part by recruiting and 


equipping four regiments for General Kear- 
ny’s march to Santa Fe. His long-standing 
friendship with the Indians was put to use 
when he joined Father De Smet, the great 
missionary, in a treaty council at Fort Lara- 
mie and again when he served as member 
of the Indian Commission appointed by 
President Grant. 

Campbhell’s death in 1879 was 
followed by his wife’s three years 


later after which the house passed 


sion, jealously guarding it from 


change. Thus in 1941 when a 
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group of public-spirited 


organizations and citi- 
zens raised the money 
to purchase the house 
from Yale University to 
which it had been 
deeded, the fine old 
19th century dwelling 
remained just as it was 
in Campbell’s day. Under the auspices of 
the Campbell House Foundation it is now 
a museum, preserving the atmosphere of the 
city’s “golden decade” of the 1850's. 
* 7 * 

The Home, through tts agents and brokers, is 

America’s leading surance protector of Amer- 


tcan homes and the bomes of American industry. 


x THE HOME « 
rsurance Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
to their sons who lived in seclu- FIRE 
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The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
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GREAT PROMISE 


THE PRICELESS ASSET 


It takes many things, all put together, to give 


you good telephone service at low cost. 


There are telephone instruments and switch- 
boards and buildings and almost endless miles 
of wires and cables across the country. 


These are important. But they could not 
possibly do the job without the skill, loyalty 


and courtesy of telephone men and women. 


That is the vital human force that puts life 
into all of this marvelous telephone equip- 
ment and makes it work smoothly and efficiently 


for millions of people. That is the priceless 
asset of the Bell System. 


It is not something new that has come sud- 
denly into the business but a recognized and 
distinctive part of telephone service for many 
years. It is one of the reasons why the future 
holds such promise. 


Telephone people, from top to bottom, are 
trained and ready as never before to transform 
new wonders of research and new equipment 
into better service for more and more people. 


BELL TELEPHONE SYSTEM 





youll see 


Compare tor Speed... 


Compare for Savings 


BURROUGHS M 


offers you more 


When you invest in microfilming, you 
naturally want the equipment that does the 
most for your operations—that provides 
the best combination of speed, economy 
and dependability. So, take a look at 
Burroughs. See how this fine equipment, 
built by Bell & Howell, sold and serviced 
by Burroughs, delivers the benefits of 
microfilming at their very best. 


Burroughs for speed! You can photograph 
up to 400 check-size documents a minute with 
automatic feed ... up to 100 with hand feed. 


Burroughs for film savings! Burroughs 
combines the economy of 8mm. photog- 
raphy on. 16mm. film with the economy of 


a 37-1 reduction ratio—the greatest in 
high-speed microfilming. You get more 
documents on each foot of film .. . spend 
less money for film. 


Burroughs for readability! Every detail of 
the original document is instantly legible 
when Burroughs microfilm images are pro- 
jected. Documents are photographed with 
unsurpassed contrast and brilliance. 


Burroughs for lasting economy! You invest 
only once—and you own the finest micro- 
filming equipment. Outright ownership 
means you no longer have to carry the 
month-in, month-out, burden of leasing 
charges. 


wo jMPORTANT WAMES /N MICROF I yy, 
cS 


FAST SERVICE—ANYWHERE 


23 BURROUGHS PROCESSING CENTERS... FROM COAST TO COAST 
Bell « Howell | | Burroughs es 
MANUFACTURER DISTRIBUTOR Atlanta Dallas Minneapolis San Antonio 
Boston Denver New Orleans San Francisco 


Buffalo Detroit New York City Seattle 

Chicago Houston Philadelphia St. Louis 
Cincinnati Kansas City Pittsburgh Washington, D. C. 
Cleveland Los Angeles Portland, Ore. 


Skilled mechanical service, on your premises, from 583 Burroughs 


service centers. 
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Easy-operating reader. Enlarges to bril- 
liant images of original size or larger. 
Combines facsimile printer. 


Burroughs leads in dependability! Here is 
the only microfilming equipment that offers 
you the benefits of Burroughs unrivalled 
experience in office mechanization in com- 
bination with the ftne craftsmanship of 
Bell & Howell, long a recognized leader in 
precision photographic manufacturing. Bur- 
roughs analyzes your specific needs . . . and 
meets them with the most efficient, most 
perfectly suited application of soundly con- 
structed, lastingly reliable equipment. And 
nowhere else can you get the assurance of 
continuing satisfactory operation that Bur- 
roughs nationwide mechanical service 
organization provides. 

These are the advantages that mean the 
most in microfilming for banks... these are 
the advantages that make Burroughs the 
best choice for microfilming in your bank. 
See them first-hand—call your local Bur- 


roughs office for a demonstration today. High speed recorder. Either hand or 


automatic feeding. Three reduction 
ratios. Completely mobile; can be rolled 
from job to job easily and quickly. 


4 & 
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With banking variously referred 
to by men in positions of high au- 
thority as a business, a profession or 
an industry, the question of just 
which of these designations fits best 
has become a matter of increasing 
conjecture. We are indebted to W. 
G. F. Price, recently elected vice 
president of the Bank of the Man- 
hattan Company, New York City, 
for throwing a lot of light on the 
subject in a talk entitled Banking 
—A Profession Or A Business? at 
the Founders Day Dinner of the 
Louisville Chapter of the American 
Institute of Banking on May 20th. 


Mr. Price mentioned the petition 
addressed by groups of bank em- 
ployees from Louisville and Buffalo 
to the executive council of the 
American Bankers Association on 
March 15, 1899, expressing a desire 
for “a higher development of bank- 
ing as a profession in this country 
and enlarged facilities for its thor- 
ough study,” and the opinion that 
“Banking is not practiced as a pro- 
fession in this country as it should 
be.” This petition he described as 
the document that “fired the engine 
which has powered the A. I. B. ever 
since.” 


Professional Viewpoint Explained 


The gist of what follows is that 
the professional viewpoint is less 
exclusively concerned with consid- 
erations of profit than the business 
or commercial viewpoint, and is 
more largely concerned with the 
long-range effect of its decisions on 
the welfare of the customer im- 
mediately involved, on that of the 
community and on the economy as 
a whole. A phase of the difference 
between the two viewpoints is il- 
lustrated by the manner in which 
they respectively react to an appli- 
cation for a loan which offers every 
promise of profit to the bank, but 
the granting of which would amount 
to a disservice to the applicant. F. 
H. A. or V. A. insurance, for in- 
stance, or the assignment of a life 
insurance policy, might serve to 
completely protect the bank against 
loss and assure a profit on a trans- 
action which could only be calcu- 
lated to prove injurious to the bor- 
rower and his dependents. 


The professional banker, Mr. 





From Where We Stl. .... 


Price points out, would try very 
hard to persuade the applicant in 
this situation to do the thing which 
would best serve his own long- 
range interests, and make immedi- 
ate profit to the bank an altogether 
secondary consideration. ‘The com- 
mercial point of view,” he adds, “is 
to take the loan, few questions 
asked, and be grateful.” 


He goes on to thoroughly and con- 
clusively establish the proposition 
that banks and bankers as a whole 
have suffered severe penalities for 
every departure from professional 
conduct that has occurred anywhere 
among them. He regards the possi- 
bility that economic history may be 
in process of repeating itself, as one 
of the best reasons for minimizing 
these departures from professional 
conduct in banking, because enough 
of them may lead, in a period of 
economic stress, to “collection of 
loans through bank pressure, stri- 
dent criticism of the bankers, ap- 
peals to Congress for legislative 
‘correctives,’” and “another step 
taken along the road to complete 
control of the banks.” 


How to achieve a uniformly pro- 
fessional viewpoint and attitude 
among the bankers of the country? 
Not by licensing bank officers, says 
Mr. Price, because that would in- 
volve statutory prohibitions upon 
the rights of ownership of banks. 
“Limitations, beyond those placed 
by banking law and regulation, 
must be self-imposed. * * * In a 
democracy, moral force should be 
our chief reliance, not legislation or 
the use of the mailed fist.”” He con- 
cludes with the following: 


“Our reliance must be founded on 
the strength of these forces: 
Moral suasion; 
Working closely with supervisory 
authorities; 
Steadily upgrading our educa- 
tional standards. 


In these three, must we place our 
faith and our hope. 


“May we grow in knowledge, 
without becoming vain. May we 
grow in courage, without becoming 
stubborn. Above all, may we grow 
in understanding of our profession 
and of the obligations it lays on us; 









of all our citizens and of the prob- 
lems which vex them; of our coun- 
try and of the true meaning of its 
democratic institutions. This is the 
debt we owe to the Founders of 
the Institute and of the Nation.” 


This makes it crystal clear that 
the altogether correct concept of 
banking as it should be is that of 
banking as a profession. Perfection 
of performance in adherence to pro- 
fessional standards hasn’t been at- 
tained in this or any other field of 
endeavor, but progress has been 
rapid. It will increase as the reali- 
zation grows that banking as a pro- 
fession is far more profitable in 
terms of money, stability of eco- 
nomic, social and political environ- 
ment, and human satisfactions gen- 
erally, than banking as a business, 
“motivated solely by a lust for 
profits,” can ever be. 


The issue is settled as far as we’re 
concerned. Banking is a profession 
and a highly honorable one. It only 
remains for those of its members 
who haven’t done so to fully recog- 
nize and assume their responsibili- 
ties as such. 


The educational efforts of the 
American Institute of Banking, 
with its 50 years of solid achieve- 
ment, culminating in a_ present 
membership of 95,089 in 417 chap- 
ters and study groups throughout 
the nation, together with those of 
banking in general at sundry insti- 
tutional, organizational and regional 
levels, is convincing evidence that 
bankers are doing just that. 


The Institute’s first national 
president, Fred I. Kent, in a speech 
before its Golden Anniversary 
Convention, presented to that group 
and to all who support and direct 
its efforts, comprising, by and large, 
the banking profession, a worthy 
challenge: “This great body of 
young and growing people repre- 
sents a force that may easily prove 
to be the constructive power that 
will serve to turn our country back 
into the ways of high morale and 
good government.” 


Editor 
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THE LIBERTY BELL, on which are 
engraved the words “Proclaim lib- 
erty throughout all the land unto 
all the inhabitants thereof.” (Le- 
viticus xxv, 10.) Beside the bell is 
a printed card detailing its history: 

BY ORDER OF THE ASSEMBLY 
of the Province of Pennsylvania for 
the State House in Philadelphia, 
Pass and Stow, Philadelphia, 
MDCCLITI. 

This bell was first cast in Eng- 
land and the inscription put upon 
it by order of the Assembly of the 
Province of Pennsylvania in 1752. 
It broke in ringing after its arrival 
and was recast in Philadelphia 
from the same metal, with the 
same inscription, in 1753. It rang 
on the 8th day of July, 1776, to call 
citizens together to hear the proc- 
lamation of the adoption of the 
Declaration of Independence. In 
the adjoining yard it rang at each 
successive anniversary of the 
adoption of the Declaration until 
1835. It broke July 8, that year, 
while tolling during the funeral 
solemnities of John Marshall, Chief 
Justice of the United States, who 
died in this city. 

Photo by Cy La Tour & Son, Pasadena, Calif. 


About Liberty 

Men are qualified for civil liberty 
in exact proportion to their dispo- 
sition to put chains upon their own 
appetites; in proportion as their 
love of justice is above their ra- 
pacity; . . . Society cannot exist 
unless a controlling power upon 
the will and appetite is placed 
somewhere; and the less there is 
of it within, the more there must 
be of it without—Burke. 
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This new service of THE FIRST 
provides even faster collections 


Here’s what happens to your important sendings 
—checks or other items on which you desire 
special attention — when addressed to our new 


Lock Box R R (Rapid Router): 
1 They are sorted to Lock Box R R by the post 


office, separate from our regular mail. 


y] They are collected from the box at frequent 
* intervals during the day, evenings, early 
morning, and Sundays. 


They are immediately delivered to experienced 
transit personnel at our Rapid Router desk 
and the fastest means of making presentation 
is selected. 


They are promptly microfilmed, and it is 
possible—through this new Rapid Router 
service—for your important sendings to be 
on their way within thirty minutes from the 
time they reach The First. 


Try this accurate, dependable, and even faster 
service with your next important sending — whether 


Epwakrp E. Brown, Chairman of the Board 
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James B. Forcean, Vice-Chairman 


or not you have established a correspondent 
relationship with The First. Just address it, with 
a separate letter of transmittal, to: 


LOCK BOX RR 
CHICAGO 90 
ILLINOIS 


If you like this new Rapid Router service —and 
we know you will—we shall be pleased to furnish 
additional information and provide, upon request, 
a supply of printed envelopes with your return 
address on the corner card. 
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Opportunities In Loan Applications 


By FRANK P. POWERS 


President, Kanabec State Bank, Mora, Minn. 


The author here demonstrates his belief that “‘each of us should 
make whatever contribution he can to a better understanding 
and appreciation of consumer credit as a source of profit, a 
means of service and a builder of good will and public esteem.” 


ago to serve on the Consumer 

Credit Commission of the Ameri- 
can Bankers Association. This ex- 
perience was one of the most 
interesting and profitable of my 
banking career. The many oppor- 
tunities it afforded for contact and 
collaboration with outstanding 
authorities in the field of consumer 
credit in dealing with its many 
problems gave me a better under- 
standing of the subject than I could 
possibly have gained in any other 
way. 
It also served to strengthen my 


|: WAS my privilege a few years 


conviction that the field of con- 
sumer credit presented opportu- 
nities for profit, community service 
and the development of good public 
relations which were being widely 
neglected. 

Banks, to a considerable extent, 
have permitted the finance com- 
panies to point the way, and to 
demonstrate the possibilities for 
profit in consumer credit. These 
companies have also shown us how 
easy it is to develop a large volume 
of this business. In the early 20’s, 
when consumer credit was first 
recognized as an important factor 
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in the credit structure, banks were 
reluctant, in most instances, to 
actively enter this field. This re- 
luctance has been overcome in in- 
creasing measure from year to year, 
but far too many banks have failed 
to fully develop their consumer 
credit potential, and their earnings 
and public relations have suffered 
accordingly. It is recalled that many 
were also very hesitant to make 
FHA and GI loans, with the same 
result. 


This is not as it should be. It is 
true that the bank must operate 
safely, but in order to justify its 
existence, it must also operate use- 
fully. Moreover, profits foregone 
are lost to the bank just as surely 
as are actual losses of principal 
sustained on loans and investments 
made or purchased. 

Banks have the resources, the 
intelligence, and the all-around 
ability that it takes to do an al- 
together satisfactory job of handling 
the community’s credit needs, of 


whatever type. The more com- 
pletely those needs are served, the 
better the economic health of every 
segment of that community will be. 
Much of the encroachment of the 
government on what we regard as 
the functions and prerogatives of 
the banking system has been due 
to the bank’s own failure to fully 
perform those duties and exercise 
those functions. 


Improved public relations is one 
of the larger benefits growing out 
of a well-managed consumer credit 
program. By multiplying the num- 
ber of the people who can make 
constructive use of the bank’s lend- 
ing facilities, it broadens vastly 
the bank’s points of contact with 
the community. Resulting frequent 
contacts with the bank, first in 
negotiation of the loan, then while 
making payments, gives rise to an 
opportunity for the development of 
acquaintanceships which can be 
duplicated in no other way. 


The installment loan department 
has made it possible for many 
people to establish a business. They 
later developed into profitable bank 
customers, quite likely establishing 
checking acounts and lines of credit 
as they progressed. A customer who 
has been well-served with a loan 
in a time of need will appreciate 
more than any other the value of 
a good banking connection. He will 
not be lured away by any amount 
of competition, and can be relied 
upon to become a_ permanent 
booster. 


While the relative importance of 
installment credit is a matter of 
some controversy, there can be no 
doubt that to the extent that it is 
judiciously extended and used, it is 
a vital factor in maintaining pro- 


Methods And Policies 


1. Responsibility is vested in one 
individual. 

2. Most paper is purchased from 
dealers with recourse. 

3. Form letter is mailed to maker 
of purchased paper at time of ac- 
quisition. 

4. Delinquents 
watched. 


are closely 


5. Lists of delinquencies are sup- 
plied dealers every 15 days, ac- 
companied by copy of letter to 
maker. 





FRANK P. POWERS 


duction, hence employment, at a 
high level. : 


It is argued that we will find in 
a period of depression that we have 
anticipated income and purchasing 
power by the use of installment 
credit and that the depression, when 
it occurs, will be the longer and 
more severe because of it. This isn’t 
necessarily so. The well-managed 
consumer credit program will attain 
the height of its usefulness in a 
period of depression, both to the 
individual involved and to the econ- 
omy as a whole. 


A pattern and guide for the es- 
tablishment and maintenance of 
such a program is contained in the 
following excerpt from the recently 
published pamphlet of the ABA’s 
Committee on Consumer Credit en- 
titled ‘“‘The Installment Credit Road 
Ahead”: 


“Credit practices which encour- 
age cash purchases and call for sub- 
stantial down payments and short 
maturities when employment and 


6. Portion of bank's charge is 
set up as a reserve. 

7. Conditional sales contracts, 
credit statement forms and work 
sheets are supplied to dealers. 

8. Dealers’ inventories are ad- 
equately financed. 

9. Dealers are given one or more 
dinners each year. 

10. Returned veterans are given 
fullest possible assistance. 

11. Advertise aggressively—try 
for maximum volume consistent with 
sound operation. 





income are high or rising, and which 
display confidence in the future of 
established borrowers when the 
trend is downward, help to create 
real business soundness. Such prac- 
tices aid credit-worthy persons and 
business, prevent injury through 
over-extended debt positions, and 
enable credit to serve its proper 
function. These principles  ipply 
with equal force to all merchan- 
disers of credit, including retailers 
who sell merchandise, particularly 
durable goods, on credit terms.” 


One of the finest things about 
installment lending lies in the op- 
portunity it presents for a constant 
turnover of funds. Intelligently ag- 
gressive lending policies, together 
with positive collection methods 
and procedures lead to an alto- 
gether fluid condition. All obliga- 
tions are in a constant process of 
liquidation. New names are con- 
stantly being substituted for old, 
and dormant situations, for all 
practical purposes, simply are not 
permitted to develop. The following 
tabulation of our consumer loan 
figures is graphic evidence of the 
truth of this statement: 


Total made Outstanding 


in 1949 12/31/49 

Automobile 

ae $ 95,500 $71,000 
FHA Title I’s. 66,000 51,000 
All Other In- 

stallment Loans 

Made or Pur- 

chased . 145,061 95,000 


We have been doing for several 
years the best possible job of put- 
ting to practical everyday use the 
best consumer credit methods, 
techniques, policies and programs 
that we know anything about. Ours 
is a typical country bank situated 
in a county seat town, with a popu- 
lation of about 1800. Our deposits 
are $3,300,000, and our loans and 
discounts are now $1,400,000. We 
have paid dividends continually 
since 1920. Total deposits when I 
returned from World War I and 
took over operation of the bank 
were only $13,000. 


Our installment credit operations 
began with the purchase of con- 
tracts, with recourse, from auto- 
mobile dealers in 1924. Success in 
this field led to our extending the 
scope of our operations to include 
loans on appliances, personal loans 
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for medical care and store accounts, 
loans on life insurance policies— 
in fact, pretty much everything 
falling into the personal loan cate- 
gory. 

With the advent of the Federal 
Housing Administration program in 
1934, we immediately qualified, as 
our previous experience with in- 
stallment lending had convinced us 
that these loans would be sound 
and profitable. We have made ap- 
proximately $200,000 of FHA Title 
I loans, and have found it necessary 
to file only four small claims. We 
have also handled $295,000 of Title 
II FHA loans, and have had only 
one foreclosure. 


Good Equipment Essential 


We also made loans in 1949 for 
the purchase of farm implements 
totaling $105,000. The maturity of 
these loans is geared to the farmer’s 
income, and our experience with 
them has been very satisfactory. 
We believe good equipment is es- 
sential to efficient operation on the 
farm as it is in the bank or in the 
factory, and are looking for op- 
portunities to suggest ways and 
means of improving efficiency by 
arranging a loan for the purchase 
of needed equipment or other im- 
provements. We have also made 
some loans for the purchase of 
heavy road building equipment, 
such as bulldozers, which are being 
paid out of earnings. 


That our farmers are steadily be- 
coming more efficient is evidenced 
by the fact that we made in 1949 
$70,000 of CCC loans. This is the 
first time that the farmers of Kan- 
abec County have raised grain and 
corn in excess of their own require- 
ments and the availability and use 
of modern machinery is largely re- 
sponsible for that development. 


We have felt for some time a need 
for closer contact with our cus- 
tomers, particularly our farmers. 
In order to meet this need, our 
Board recently assigned to one of 
our officers the responsibility of 
calling on customers and potential 
customers in our area, to discuss 
with them ways and means of 
serving their banking needs more 
effectively. This will be sure to 
result in better service, greater cus- 
tomer satisfaction and more busi- 
ness. 


Agricultural equipment produc- 
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“We have felt for some time a need for closer contact with 
our customers, particularly our farmers." 


tion is triple that of 1939. This in- 
creased supply has brought the 
value of used equipment back down 
to its actual depreciated value, 
which is simply a return to normal 
and presents no problem to the 
banker who has consistently loaned 
against income rather than mere 
chattel mortgage security. While it 
is well enough to provide against 
contingencies by taking chattel 
mortgages on farm implements and 
milk cows, for instance, these chat- 
tels must be regarded simply as 
income producing tools which must 
be paid for out of income system- 
atically and without deviation. Ad- 
herence to that policy will make 
the value of the chattels at any 
given moment a matter of relatively 
small consequence as far as repay- 
ment of the loan is concerned. 

With the return of the World 


War II veterans and the enactment 


Consumer Credit Benefits 

1. Improves public relations. 

2. Increases profits. 

3. Facilitates lending to small 
business. 

4. Helps to maintain production 
and employment at high levels. 

5. Helps to stabilize business in 
times of depression. 

6. Fluid condition makes for 
easily controlled volume. 


of the so-called GI Bill of Rights, 
we found we were confronted with 
a great opportunity and a tre- 
mendous responsibility. We ac- 
cepted without argument the prop- 
osition that the veterans were justly 
entitled to all of the financial assist- 
ance and advice which it was rea- 
sonably possible for us to give them. 
They expected it and the public 
expected it, and it was simply up 
to us to do the best job that we 
could of taking care of their needs. 
In the process, we spent much time 
explaining to veterans that the 
proposition submitted was unsound 
and that in all likelihood we would 
be working distinct injury to his 
interests if we granted the credit 
requested. 


$400,000 Loaned To Veterans 


Nevertheless, we have loaned to 
veterans during the past four years 
approximately $400,000. About 
$100,000 was loaned on farm real 
estate, $150,009 on residential prop- 
erty, and $150,000 on _ business 
enterprises. Of the latter, approxi- 
mately 50% was loaned to farmers 
on chattel mortgages. So far the 
veterans have taken care of their 
payments promptly, with the single 
exception of one to whom we made 
a truck loan. 


We purchase the greater portion 
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of our 


from 
dealers, most of it with recourse, 
although it is very seldom neces- 
sary to request a dealer to assist 
us in making collections. Recently, 
however, the trend has been toward 
more direct lending for all purposes. 


installment paper 


In the handling of consumer 
credit, as in the management of all 
other types of lending, responsi- 
bility must be vested in some one 
individual. In the larger bank, that 
individual is the department head. 
In the smaller bank, he is quite 
likely to be an officer with a number 
of other duties and responsibilities. 
It is especially important that some- 
one be strictly charged with the 
responsibility of watching delin- 
quents closely. Failure to do so 
could easily result in strained re- 
lations with the dealer concerned. 
In most instances, the manner in 
which the first or second install- 
ments are paid determine to a large 
degree whether or not any diffi- 
culty will be experienced in the 
liquidation of an individual con- 
tract. 


At the time we buy the contract 
from the dealer, a form letter is 
mailed to the maker advising that 
we have purchased his contract, 
stating the amount of the principal, 
the amount and due date of the in- 
stallments, and, if it covers an auto- 
mobile, we advise the amount and 
type of insurance coverage. Our ex- 
perience has shown this to be very 
important because, in some in- 
stances, the dealer has not fully in- 
formed the purchaser about the cost 
of insurance, the type of insurance 
written, and the amount of the 
finance charge. We also enclose a 





The Record 
FeeA Title Ts «.n54% $200,000 
FHA Title I's ..... 295,000 
"49 Loans on farm 
implements ..... 105,000 
Gl Loans on 
Farm Real 
Estate $100,000 
Homes 150,000 
Busi- (50% to 
nesses 150,000 ‘farmers on 
—————- chattel 
Total GI'S . $400,000 mortgages) 


$4,000,000 of installment cred- 
it since 1924. 

Charge-offs less recoveries, less 

than $2,000.00—1/20%. 





10 


While it is well enough to provide against contingencies by taking 
chattel mortgages on farm implements and milk cows, for instance, 
these chattels must be regarded simply as income producing tools 
which must be paid for out of income systematically and without 


deviation. Adherence to that policy will make the value of the chat- 
tels at any given moment a matter of relatively small consequence 
as far as repayment of the loan is concerned. 





coupon book with our letter which 
eliminates the necessity of mailing 
monthly statements and also re- 
lieves us from issuing monthly re- 
ceipts. 


At intervals of 15 days, every 
dealer from whom we’ve purchased 
contracts is furnished with a list of 
all delinquencies, giving the amount 
delinquent, and the date payment 
was due. At the same time, we also 
write a letter to the maker urging 
the payment of the delinquency, 
and send a copy of this letter to the 
dealer. 


Our original agreement with the 
automobile dealers provided that 
we could deduct $10 from each 
contract, this amount to be credited 
to a special reserve account which 
was assigned to us. This reserve 
fund prevented losses during the 
difficult years of 1931-1933. In more 
recent years, we have credited a 
portion of our charge to a reserve 
account, but have been careful to 
prevent any inclusion of ‘‘Packs”’ in 
dealers’ charges. 


We supply all dealers with con- 
ditional sales contract blanks, credit 
statement forms and work sheets. 
We purchase these supplies in large 
quantities at very reasonable prices 
and the dealers appreciate this serv- 
ice. Moreover, the use of these sup- 
plies assures us that the documents 
and all necessary information will 
reach us in proper form. 


Inventory Financing Important 

In any satisfactory working re- 
lationship~between the bank and 
the dealer, the bank must stand 
ready at all times to finance the 
dealer for a reasonable amount of 
inventory. We have floor planned 
dealers from time to time on what 
we consider a sound basis and we 
intend to continue to do so. 


Inventory financing, however, 
promises to become progressively 
more difficult. Where a buyers’ 
market has not already arrived, it 
is impending. This situation calls 
for the closest possible collaboration 


between banker and dealer. In- 
ventories will have to be carefully 
scanned for indications of accumu- 
lations of stale merchandise. A 
careful watch will have to be main- 
tained for danger signals with re- 
spect to price cutting or unwise 
trade-in practices. There will be an 
increasingly strong tendency to en- 
gage in the sale of terms, and if 
dealers and bankers do not co- 
operate in holding the terms with- 
in due bounds, we may expect 
further governmental interference 
and regulation of installment credit. 


Losses Less Than ‘Ao of 1% 


Since our bank entered this field 
of financing in 1924, the volume of 
installment paper has totaled over 
$4,000,000. The total net losses for 
that period, i.e. charge-offs less re- 
coveries, have been less than $2,000, 
or less than 1/20 of 1%. This is 
better than the national average of 
installment lending losses, but in- 
stallment credit for the nation as a 
whole was a safer investment in 
1933 than cash in banks. * 


Each year, our bank gives one or 
more special dinners for all dealers 
selling automobiles, appliances and 
farm equipment in our banking 
territory. Such a dinner is usually 
served by a ladies aid organization 
(a good public relations gesture, by 
the way) and a short, interesting 
program is arranged. The meetings 
are strictly informal and afford 
opportunities to discuss common 
problems of both the bank and the 
dealers. 


The discussions are confined for 
the most part to questions directly 
concerned with the banker-dealer 
relationship, but occasionally ex- 
tend into the field of sales methods 
and related subjects. These meetings 
develop friendlier relationships be- 


*Losses averaged no more than 1¥%,% in 
the business recession of 1920-21 and in the 
depression of 1929-33—far less than the 20% 
average loss on merchandise . . . the 33% to 
50% loss on real estate—the 75% loss on 
stocks and bonds. 

—U. S. Dept. of Commerce 1940 Report. 
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It is true that the bank must 
operate safely, but in order to 
justify its existence, it must also 
operate usefully. Moreover, 
profits foregone are lost to the 
bank just as surely as are 
actual losses of principal sus- 
tained on loans and _invest- 
ments made or purchased. 


tween the bank and the dealer, as 
well as among the dealers them- 
selves. They have produced in- 
creased business for the bank, better 
service and savings to the dealers. 
Loan volume is essential to ef- 
ficient operation. Moreover, all of 
the benefits growing out of consu- 
mer credit operation will be in di- 
rect proportion to the volume 
achieved. We, therefore, consist- 
ently and aggressively advertise 
and try by every means possible to 
keep the public informed of our 
willingness to serve all the legiti- 
mate banking needs of our com- 
munity. In addition to our regular 
newspaper advertising, we have 
used considerable material fur- 
nished by the advertising depart- 
ment of the American Bankers 
Association, which has proved to be 
very effective, especially when used 
for direct mailing. 
Notwithstanding all of the ex- 
cellent progress that has been made 
in the development of consumer 
credit as a banking function, much 
remains to be done. Each of us 
should make whatever contribution 
he can to a better understanding 
and appreciation of consumer credit 
as a source of profit, a means of 
service and a builder of good will 
and public esteem. Enough good will 
and public esteem will make sure 
the continued public acceptance of 
our privately owned and operated 
banks and our system of private en- 
terprise, and this is justification 
enough for all of us to do our ut- 
most to generate more of it and to 
persuade others to do likewise. 


@ “Too many of us have drugged 
ourselves with the statistics of ‘his- 
torical experience’ in the consum- 


er credit field. | hope that none 
of us expects the easy state of af- 
fairs prevailing in the past fifteen 
years to continue forever, and | 
hope that we are all avoiding un- 
sound and slipshod practices.’’— 
J. L. Robertson, Deputy Comptrol- 
ler of the Currency. 


July, 1950 


Revised Deposit Procedure Eliminates Use Of Pass Book 


The Worcester County Trust 
Company of Worcester, Massachu- 
setts, recently announced the adop- 
tion of a change in deposit pro- 
cedure, eliminating the use of the 
pass book, which will result in a 
considerable saving of time to both 
the depositor and the bank. 


Under this procedure, the cus- 
tomer is supplied with multicopy 
deposit tickets, including an origi- 
nal and duplicate, similar in all 
essentials to the duplicating deposit 
tickets in general use. The cus- 
tomer will complete his deposit 
ticket, supplying as much detailed 
information as he requires for his 
own purpose, present it with the 
deposit, and be given an exact dupli- 
cate of the ticket. A folder in which 
to file the receipted duplicates is 
supplied to each customer. 

In addition to the customary 
original and duplicate tickets, each 
set includes two slips showing cash 
deposited, for the use, respectively, 
of the proof department and teller 
in proving their work. 

According to Mr. Ralph C. Ord- 
way, vice president of the bank, 
the completion by the customer of 
the tickets for the teller and proof 
department as a by-product of mak- 
ing out his own ticket, and the 
elimination of pass book entries, 
this procedure reduces from 14 to 
4 the number of motions a teller 
goes through to handle a deposit. 


A further advantage lies in the 
fact the depositor can delegate to 
another person the making of his 
deposit without revealing the record 
of all previous deposits. 


The deposit is authenticated by 
inserting it into a Simplex Time 
Recorder Machine which affixes the 
teller’s symbol, date and the name 
of the bank to all four copies in 
one operation. 


The backs of the original ticket 
and the two cash tickets are treated 
with a carbon preparation, which 
eliminates the need for carbon 
paper. 

Mr. Ordway recently commented 
on the change as follows: “While 
this system has been in effect only 
since the middle of February, we 
feel that we have greatly speeded 
up our lobby traffic and the enthu- 
siasm of our tellers, due to the 


Tickets for the teller and proof 
departments a by-product. 


simple operation, has been such that 
they have done a splended job of 
selling it to our depositors. It is 
based on the Willis System, devel- 
oped by Henry G. Willis, assistant 
treasurer of the Delaware Trust 
Company.” 


Preserve The American Way 


Throughout the world, govern- 
ments are trying to raise the living 
standards of the people by subsidies, 
direct grants and other benefits. 
When expenditures for these pur- 
poses undermine the value of a 
country’s money, they result in less 
and not more human welfare and a 
lower standard of living. One of the 
greatest contributions any govern- 
ment can make to human welfare is 
to maintain the value of its money. 


The growth of huge bureaucra- 
cies regiments the lives of the peo- 
ple, restricts their freedom, and 
subjects them to the danger of dic- 
tatorship. 


On the other hand, the traditional 
American way of life based on the 
freedom and dignity of the individ- 
ual has given us the finest civiliza- 
tion and the highest standard of 
living the world has ever known. 
We must preserve it.—Report of 
the A. B. A. Resolutions Committee. 
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We Handle Window Transactions 
Faster With One Less Teller 


Teller machines save time and labor, make better records and 


improve service to customers. 


By H. E. ROGIER 
President, First National Bank, Vandalia, Ill. 


N DAYS after holidays, 
O which are usually our busi- 

est, we handle the depositors 
so fast that there is almost never 
a real crowd in our lobby. In ad- 
dition, we are giving better service 
to our customers, and we are doing 
it all with one less teller. This serv- 
ice includes not only paying and 
receiving, but also savings transac- 
tions and loan payment transac- 
tions. 

The improvement has been 
brought about by the installation of 
four Burroughs teller’s machines 
and a National Cash Register ma- 
chine which is keyed to handle both 
savings transactions and loan pay- 
ments. We formerly had five tel- 
lers. Now we have only four for 
commercial accounts, so we have 
made a saving of 20%. But in addi- 
tion to that, we handle customers 
more rapidly, and our four tellers 


The Four Parts To The Plan 
Which Speeds Up Customer 
Service 


1. Burroughs teller's machines 
provide receipts and supply totals 
for proving all checking account 
transactions. 

2. A National Cash Register win- 
dow machine records all savings 
transactions and provides an audit 
proof. 

3. All loan payments are classi- 
fied and recorded by the machine 
used for savings. 

4. An information clerk in the 
lobby helps customers learn how to 
make out their own deposit tickets 
and handles all inquiries which for- 
merly were made at teller's win- 
dows. 
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balance more quickly after the bank 
closes. 


In order to bring about this in- 
creased speed, it was necessary to 
train a number of our depositors to 
make out their own deposit tickets. 
Some of them had the habit of 
merely laying their deposit on the 
counter and expecting the teller to 
make out the ticket. 


In order to facilitate the training 
of our depositors, who needed to be 
taught not only to make deposit 
tickets but how to make them, we 
placed a sign in the lobby suggest- 
ing that customers go to our infor- 
mation desk if they needed help in 
making out their tickets. 


At this desk is an officer of the 
bank who, at first makes out the 
ticket, but, in doing so, explains to 






the depositor just how it should be 
done, and suggests that the depositor 
do it himself the next time. With 
this training, most customers soon 
learn to make out their own tickets, 
and do not bother the information 
clerk again. I must admit, however, 
that there are still a few who seem 
unwilling to do this little task, but 
our system helps to keep them away 
from the teller’s windows until the 
deposit ticket is ready. 

All new accounts are opened at 
the information desk. Stop payment 
requests and orders for imprinted 
checks are also handled there. 


Machines Speed Handling Of Deposits 

With the deposit ticket properly 
made out, the teller places it in the 
teller’s window machine, sets up 
the amount of the deposit, depresses 
another key, and the amount is en- 
tered on the journal tape and also 
is printed on the deposit ticket. If, 
later on, any error is found in the 
deposit ticket when proving, the 
printed amount shows the teller’s 
number, and the number of the 
transaction, and the exact amount 
entered on the journal tape. If any 





Mechanizing all window transactions has resulted in better service with less help. 
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IN DEVELOPING NEW BUSINESS... 


Our Officers now call on the right people 


July, 1950 


—at the right time” 


“We've found the answer to our pressing need 
for a practical, convenient method of bringing in 
new business—in the Kardex Business Develop- 
ment System created by Remington Rand. What 
we needed, and never had before, was a way of 
organizing our officers’ time. Naturally, they are 
busy men, with many other duties. And where no 
one had a definite responsibility for specific new 
business —with a concise follow-up that shows 
progress or lag —each officer tended to put off that 
task till ‘tomorrow’. But since we’ve been using 
the Bank Development Forms, we know at a 
glance exactly who needs to be called on—and 
when. The result: we are making fewer calls, but 
more productive ones... getting more business, 
with far less waste of time.” 


Equally useful to all banks, regardless 
of size or location 
Yes, as many banks large and small are learning by 
experience, it’s system that “brings in the business.” 
And what a simple, easily operated system these new 


Kardex Bank Development Forms provide! 

Many smaller banks find that a few hours’ work 
each week by one girl keeps up-to-date all the infor- 
mation you need. A few of the things these handy 
cards will do for you: 

1. Prescribe calls on bona fide prospects only. 

2. Clearly indicate the business desired. 
3. Set up an automatic control for officers’ calls. 

4. Provide the soliciting officer a complete history 

of the account to take with him on his call. 
You'll have to see the system to appreciate what it can 
do for you. We've prepared a Management Controller 
which contains the actual forms, clearly outlines their 
functions. Call your local Remington Rand office, ask 


to see MC-736. Or write to Management Controls 
Library, Room 1761,315 Fourth Ave., New York 10. 


Copyright 1950 by Remington Rand Ine, 


Flemington. Ftand 


THE FIRST NAME IN BUSINESS SYSTEMS 
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correction is necessary, the work is 
quickly done. 

If there is cash in the deposit, the 
teller places a cash received slip 
in the window machine, and the 
amount of “cash in” is recorded on 
that as well as on the journal tape. 
The machine accumulates totals for 
“cash in,” and “cash out” so that, 
at the end of the day, these totals 
make it possible for the teller to 
prove his cash quickly. 

The customer receives a deposit 
receipt which contains the teller 
number, the transaction number, 
the date, and the amount of the de- 
posit. If, for any reason, the cus- 
tomer needs to have this deposit 
checked back, it is quickly found 
by finding the tape for the teller 
and the date indicated. The trans- 
action number is then found in con- 
secutive order. 


All-Cash-Out Transactions Recorded 


When the teller cashes a check 
and pays out cash, the amount paid 
out is stamped on the check as well 
as on the journal tape. All of this 
is done so quickly that this audit 
control is provided without any ex- 
tra work. In fact, the whole trans- 
action takes less time than formerly, 
in addition to providing the perfect 
audit controls. 

The totals of the journal tapes 
from the four window machines are 
quickly run up and compared with 
the tape from the proof machine in 
order to have a double check to 
make sure that the entries in the 
general books, showing additions to 
deposits and withdrawals from de- 
posit accounts, may be accurately 
entered. 

The other phase of our speeding 


Name John Doe 
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4s many as 300 loan payments are recorded in one day (in addition 
to all savings transactions.) 


up of customer transactions is the 
work of the National Cash Register 
machine, which is so keyed as to 
enable us to make all of the entries 
we desire on savings and loan pay- 
ments. One key is for savings with- 
drawals, another for savings de- 
posits. Another is for payments on 
dealer loans; another one for pay- 
ments on farm and business loans; 
another for payments on F. H. A. 
and veterans’ real estate loans; an- 
other for miscellaneous disburse- 
ments. 

The machine accumulates these 
various items and we can get a 
total for each one at the end of the 
day for proof purposes. 

Our loan payments are recorded 
by the machine on cards of different 
colors. One color is used for all 





Six Benefits From The Use Of Commercial Teller’s Machines 


1. A teller now handles 25 de- 
posits in the same time he formerly 


handled 20, resulting in a time sav- 
ing of 20%. 


2. Printed receipts are issued for 
deposits and the same amount is 
printed on the deposit ticket, on the 
receipt, and on a journal tape. 


3. A printed record is made of 
“cash in’’ and ‘“‘cash out" items, 
totals of which are accumulated sep- 
arate from deposit totals, providing 
a quick balance for each cage at 
closing time. 
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4. A deposit slip error made by 
a customer and discovered by the 
proof department is easily traced 
because the machine gives a trans- 
action number to every deposit. 


5. The teller's number is on 
every transaction, which makes it 
possible to trace any difference to 
its source without delay. 


6. The amount paid out on a 
check cashed is stamped on the 
check by the machine and serves 
as proof of error if the wrong 
amount is paid. 


——— 
PERSONAL LOAN DEPARTMENT, 


dealer loans; another for farm and 
business loans; another for veter- 
ans’ loans, and so on. When a loan 
payment is entered, the card is held 
out until the end of the day and the 
total payments recorded on the 
cards are then run as a method of 
proving against the total in the ma- 
chine. If an error is discovered, 
the cards are checked and some- 
times, the error is due to the fact 
that the card was not put into the 
machine at the time the payment 
was entered. This, of course, is 
quickly corrected. 


As many as 300 note payments are 
received in one day, and entered on 
this NCR machine, in addition to all 
of the savings transactions. 

We have a window on each side of 
this machine so that two tellers can 
be waiting on customers at one time. 
Usually, these alternate so well that 
there is very little waiting of the 
one for the other. 

We use coupon books for loan 
payments, and the coupons are ac- 
cumulated for the day and used for 
proving. 

The idea of having different col- 
ored cards for the different kinds 
of loans is to make it easy to sort 
the cards at the end of the day into 
the different classifications for to- 
taling. 


Oversleeping will never make 
your dreams come true.—Santa Fe 
Magazine, Santa Fe Railway. 
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School Teachers Like 


Spread-The-Pay Plan 


Industrial National Bank of Detroit is eliminating payless 
vacation gap for participating teachers. 


FTER CAREFUL investigation 
Ac: found,” states A. Guy 

Ropp, Executive Vice Presi- 
dent of Industrial National Bank— 
Detroit, “that many teachers in 
Metropolitan Detroit would wel- 
come a plan whereby their pay 
could be spread over a twelve- 
month period instead of the regular 
ten-month arrangement. So, since 
last October we have had in effect 
with reference to 90 of our school- 
teacher customers, a plan under 
which the Board of Education is 
authorized to forward to us the reg- 
ularly accruing salaries of these 
teachers for 10 months in the year. 
We then place to their credit or 
remit to them by Cashier’s Check 
the amount which would be due 
them on a twelve-month basis. We 
had intended to use the plan ex- 
perimentally in one school. How- 
ever, it received considerable news- 
paper publicity a few days prior to 
its inauguration, so we decided to 
enlarge its scope to a limited extent. 


Reserve Balances Found Useful 
In Emergencies 


“In order to meet emergency 
needs, four teachers have with- 
drawn from the plan, and were per- 
mitted to withdraw the entire 
amount accumulated toward their 
summer checks. These reserve bal- 
ances, though small, were found to 
be very useful, with the result that 
all four expressed strong approval 
of the plan and declared their in- 
tention of entering it next year. 

“We feel the system has proved 
itself, and are planning to continue 
its use indefinitely. 

“Following is a detailed explana- 
tion of the plan, as supplied to 
teachers who indicate an interest in 
it: 

1. Teachers desiring to use this 
plan are invited to drop into 
any of Industrial’s city-wide 
branches to procure the neces- 
sary forms and make the ini- 
tial arrangements. They should 


bring with them the voucher 
portion of their last pay check. 
The forms are described below: 


A. The Pay Order, when 
signed, will authorize the 
Board of Education to for- 
ward all pay checks for the 
period from date of authori- 
zation to September 15, 1950 
to the Industrial National 
Bank. ’ 


B. The combination signature 
card and_ authorization 
when completed will desig- 
nate the amount of money 
to be forwarded on the fif- 
teenth and last day of every 
month during the period 
of the arrangement. This 
should roughly approximate 
one twenty-second of the 
balance of your net annual 
pay if plan is started with 
October 25th pay check. 


. Under this plan, the teacher 


will receive by mail a Cashier’s 
Check on the fifteenth and last 
day of each month or may elect 
to have the designated amount 
deposited to a checking account. 
In the case of the latter alter- 
native, no charge will be made 


for the two deposits each month 





A. GUY ROPP 








and evidence of deposits will 
be delivered in the form of 
deposit receipts. Those elect- 
ing to receive their pay by 
Cashier’s Check may have the 
checks delivered to the school 
or mailed to the home. During 
the summer months, checks 
will be mailed to any address 
designated. 


3. The participant will give In- 
dustrial National Bank—De- 
troit—authority to withdraw 
from the “Spread-the-Pay” ac- 
count for the purpose of re- 
mitting the previously stipu- 
lated amounts which are to be 
forwarded on the fifteenth and 
last day of each month. Also, 
the teacher agrees to make no 
withdrawals from this account 
for any purpose unless it should 
be necessary to cancel the plan 
which would immediately make 
available the balance of the 
account. 


4. Teachers who receive payroll 
increases during the year may 
adjust their pay figures when- 
ever they so desire. Because of 
such factors as this, the final 
remittance for the arangement 
period might be an increased 
or reduced amount compared to 
the usual remittance. 


. Should the salary contract of 
any participant be canceled 
during the period of this ar- 
rangement, the plan will im- 
mediately become inoperative 
and the participant would 
henceforth receive no further 
remittance from the bank but 
the funds accrued in the ac- 
count could be withdrawn at 
any time. 

6. Remuneration other than that 
received for the normal work- 
ing schedule, such as night 
school, etc., is not to be in- 
cluded in the “Spread-the- 
Pay” Plan. Checks from the 
Board of Education for such 
extra work will be forwarded 
immediately, or if you so desire, 
they may be deposited in your 
checking account. 

“We are pleased to have had the 
privilege of inaugurating this help- 
ful plan, and now that the newness 
of it has worn off and it has been 
accepted as a very practical idea, 
we anticipate a heavy enrollment 
this fall.” 
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Reproduced from the full-color illustration in the current national advertisement for American Express Travelers Cheques. > 


HERE’ER THEY GO, where’er they stop, 
Where’er they eat, or sleep, or shop, 
Ten miles from home or ’cross the land, 
They're welcomed with a friendly hand; 
Along the road to anywhere, 
They pay their way without a care. 


HEY USE THE CHEQUES So safe, so sound, 
The cheques best known the world around, 
To smooth their way as days add miles 
With services they get with smiles. 
For happy travel, who’s to thank? 
... The thoughtful people at your bank! 


> 85% of U. S. vacationists travel in their cars. The 
current full-page ad with this full-color illustration 
in Life (June 12) and The Saturday Evening Post 
(July 1) will remind millions of them to smooth their 
way with American Express Travelers Cheques. Urge 





American Express has 
of delightful cruises» 
after the American B 
vention in N 


arranged a 

and tours f number 
ankers 
ew York, Sept. 


or bankers 
Association con- 


24.9 
American 27. 


tails, enabli 


dle all the de- 

family to devote 
, lent of your trip 
ainted with other 
eling with you. 


acqu 
trav. 
For free ill 
tion Tours 


Express, 6 


your vacationing customers to carry these cheques 


that never let them or your bank down. 


AMERICAN EXPRESS TRAVELERS CHEQUES 


MOST WIDELY ACCEPTED CHEQUES IN THE WORLD! 
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Bank Holidays By States 


JULY-DECEMBER, 1950 


Light figures are Sundays. Black figures are other holidays. Permissive Closing Laws specifying Saturdays 
in some instances and a five-day banking week in others now govern in 31 of the 48 states. Due to this 
fact, it is suggested that anyone having dealings with banks in states so marked, contact those banks for 
individual schedules of closing dates. (s) Saturday Closing Law in effect. 
day. (*) Day of week ae -cified. tag Observed by some > banks. @ Bank transactions not affected. 


(t) May close on any week- 













































































STATES JULY | AUGUST SEPTEMBER | OCTOBER | NOVEMBER DECEMBER 
ALABAMA ; 2, 4,9, 16, 23,30 |  6,13,20,27 ~3,4,10,17, 24 | 1,8, 12415, 22, 29 15. 14, 12, 19, 19, 23,26 | 3,10, 17, 24,25, 31 
ARIZONA (t) | 24,9,16,23,30 | 6,13,20,27 | 34,10,17,24 | 1, 8.12.15, 22,29 | 5,7, 11,12, 19, 23,26 | 3, 10,17, 24, 25,31 
ARKANSAS (3) _ 2,4,9,16,23,30 |  6,13,20,27. | 3,4,10,17,24 | —-1,8,15,22,29 | 5,7, 11,12, 19, 26, 30 | 3, 10, 17, 24, 25, 31 
CALIFORNIA (s) | 249,16,23,30 | 6,13,20,27 | 3,4,9,10,17,24 | 1,812.15, 22,29 | 5,7, 11, 12, 19, 26, 30 | 3,10, 17, 24, 25,31 
COLORADO (s) | 249,16,23,30 | 1,6,13,20,27 | 3,4,10,17,24 | 1,8,12.15, 22,29 | 5, 7,11, 12,19, 28, 26 | 3,10, 17, 24, 25.31 
CONNECTICUT (s) | 2,4,9,16,23,30 | 6,13,20,27 | «3,4, 10,17,24 | 1,892.15, 22,29 | 5, 7.11,12,19, 23,26 | 3, 10, 17, 24, 25,31 
DELAWARE (s) 2, 4,9, 16, 23,30 6,13,20,27 | 3,4,10,17,24 | 1,812,15,22,29 | 5,7,11,12,19,23,26| 3, 10, 17, 24, 25,31 
DISTRICT OF COLUMBIA (s) |  2,4,9,16,23,30 |  6,13,20,27 | 3,4,10,17,24 | 1,8,12,15, 22,29 | 5,7,11,12, 19, 23, 26 | 3, 10, 17, 24, 25,31 
FLORIDA (6) 2,4,9,16,23,30 |  6,13,20,27 | 3,4,10,17,26 | 1,812,15,22,29 | 5,7,11,12,19, 23,26 | 3,10, 17, 24 25, 31 
GEORGIA (t 2,4,9,16,23,30 |  6,13,20,27 | 3,4,10,17,%4 °| Ec 8, 12,15, 22,29 | 5,711, 12, 19, 26, 30 | 3, 10, 17, 24, 25,31 
IDAHO 2, 4,9, 16, 23, 30 6, 13, 20, 27 —3,4,10,17,24 | 1,815, 22,29 | 5, 7,11, 12,19, 28,26 | 3, 10,17, 24, 25, 31 
ILLINOIS (4) | 2,4,9, 16, 23, 30 6, 13, 20, 27 3,4,10,17,24 | 1,8,12,15,22,29 | 5,7, 11, 12, 19, 23, 26 | 3, 10, 17, 24, 2531 
INDIANA (t) _ 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3,4,10,17,24 | 1,812.15, 22,29 | 5, 7,11, 12, 19, 23,26 | 3, 10, 17, 24, 25,31 
IOWA (s) ~ 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3,4,10,17,24 |  1,8,15, 22, 29 5,7. 1, 12, 19, 23,26 | 3, 10, 17, 24, 25. 31. 
KANSAS | 24,9, 16, 23, 30 6, 13, 20. 27 3,4, 10,17,24 | 1,8,12,15, 22,29 | 5,7, 91,12, 19, 23,26 | 3, 10, 17, 24, 25, 31 
KENTUCKY (t) 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3,4,10,17,24 | 1,8,12,15,22,29 | 5,7, 11, 12,19, , 26, 30 “8, 10, 17, 24, 25. a1 g 
LOUISIANA (s) 2, 4, 9, 16, 23, 30 6, 13, 20, 27, 30 3,4,10,17,24 | 1,812.15, 22,29 |1,5, 7,11, 12, 19, 23, 26] 3, 10, 17, 24, 26, 31 
MAINE (8) 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3, 4, 10, 17, 24 1, 8,15, 22,29 | 5, 7,11, 12,19, 28, 26 | 3, 10, 17, 24, 25,31 
MARYLAND (s) A 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3, 4,10, 16%, 17,24 | 1,8,12,15,22,29 | 5.7.11, 12, 19,23*,26 | 3, 10, 17, 24, 25,31 
MASSACHUSETTS (s) | 2, 4,9, 16, 23, 30 6, 13, 20, 27 3,4,10,17,24 | 1,8,12,15, 22,29 | 5,711, 12, 19, 26,30 3,10, 17, 24, 26, 31 
MICHIGAN (s) 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3,4,10,17,24 | 1,8,128,15, 22,29 | 5,711, 12, 19, 2,26 | 3, 10, 17, 24, 26, 31 
MINNESOTA (s) 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3, 4, 10, 17, 24 < 1, 8, 128, 15, 22, 29 | 5,7, 11, 12, 19, 28, 26 | 3, 10, 17, 24, 26, 31 
MISSISSIPPI 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3,4,10,17,24 | 1,815,229 | 5,7, 11,1219, 23,26 | 3, 10, 17, 24, 26, 31 
MISSOURI (t) "2, 4,9, 16, 23, 3¢ 6, 13, 20, 27 3, 4,10, 17,24 | 1, 78, 8, 128, 15, 22, 29 | 5, 7, 11, 12, 19, 28, 26 | 3,10, 17, 24, 25, 31 
MONTANA 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3,4,10,17,24 | 1,8,12,15, 22,29 | 5,7, 11, 12,19, 23,26 | 3, 10, 17, 24, 25, 31 
NEBRASKA 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3,4,10,17,24 | 1,8,12,15,22,29 | 5,7, 11, 12,19, 23,26 | 3, 10, 17, 24, 25, 31 
NEVADA 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3,4,10,17,24 | 1,8,12, 15, 22, 29,31 |5, 7,11, 12, 19, 2, 26 | 3,10, 17, 24, 25, 31 
NEW HAMPSHIRE (s) 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3,4,10,17,24 | 1,892.15, 22,29 | 5, 7,91. 12,19, 28,26 | 3, 10, 17, 24, 25,31 
NEW JERSEY (s) | 2, 4,9, 16, 23, 30 6, 13, 20, 27 3, 4, 10, 17, 24 1, 8, 12, 15, 22,29 | 5, 7,11, 12,19, 23,26 | 3, 10, 17, 24, 25, 31 
NEW MEXICO 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3,4,10,17,24 | 1,8, 12,15, 22,29 | 5, 7,11, 12, 19, 23, 26 | 3, 10, 17, 24, 25,31 
NEW YORK (s) | 2, 4,9, 16, 23, 30 6, 13, 20, 27 3,4,10,17,24 | 1,812.15, 22,29 | 5,7, 11,12, 19, 23, 26 | 3, 10, 17, 24, 25, 31 
NORTH CAROLINA 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3,4,10,17,24 |  1,8,15,22,29 | 5,7, 11,12, 19, 23, 26 | 3, 10, 17, 24, 25, 31 
NORTH ‘DAKOTA | 24,9, 16, 23, 30 6, 13, 20, 27 3,4,10,17,24 | 1,8,9215,22,29 | 5,7, 91,12, 19, 23,26 | 3,10, 17, 24, 25,31 
OHIO (s) 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3, 4, 10, 17, 24 1, 8, 12,15, 22,29 | 5, 7,11,12, 19,2630 | 3, 10, 17, 24, 26,31 
OKLAHOMA (t) 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3, 4,10, 16°, 17,24 | 1,8,12,15,22,29 (4°, 5, 2,11, 12, 19, 26, 30 3, 10, 17, 24, 25,31 
OREGON (s) 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3, 4,10,17,24 | 1,812.15, 22,29 | 5, 7,11, 12,19, 23,26 | 3, 10, 17, 24, 25, 31 
PENNSYLVANIA (3) 2, 4, 9, 16, 23, 30 6, 13, 20, 27 ~ 34,10, 17, 24 1, 8, 12,15, 22,29 | 5, 7.11.12, 19, 23, 26 | 3,10, 17, 24, 26, 31 
RHODE ISLAND (s) 2, 4,9, 16, 23, 30 6, 13, 14, 20, 27 3,4,10,17,24 | 1,892.15, 22,29 | 5,7, 11,12, 19, 26,30 | 3,10, 17, 24, 25,31 __ 
SOUTH CAROLINA 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3, 4, 10, 17, 24 1,8, 15, 22,29 | 5, 7,11, 12,19, 26,30 | 3, 10, 17, 24, 25,31 
SOUTH DAKOTA 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3, 4, 10, 17, 24 1, 8, 15, 22,29 | 5,7, 11,1219, 23,26 | 3, 10,17, 24,2531 
TENNESSEE* 2, 4, 9, 13, 16, 23, 30 6, 13, 20, 27 3, 4, 10, 17, 24 1, 8,15, 22,29 | 5, 7, 14, 12, 19, 26,30 | 3, 10, 17, 24, 25,31 
TEXAS. 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3, 4, 10, 17, 24 1, 8, 12,15, 22,29 | 5,7,11,12,19, 26,30 | 3, 10, 17, 24,25, 31 
UTAH (s) 2, 4, 9, 16, 23, 24, 30 6, 13, 20, 27 ~ 3, 4, 10, 17, 24 1, 8, 12. 15, 22,29 | 5,7,91,12,19, 23, 26 | 3, 10, 17, 24, 25, 31 
VERMONT 2, 4, 9, 16, 23, 30 6, 13, 16, 20, 27 3, 4, 10, 17, 24 1, 8,12, 15, 22,29 | 5, 7,91, 12, 19, 23,26 | 3, 10, 17, 24, 25, 31 
VIRGINIA 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3, 4, 10, 17, 24 1, 8, 12, 15, 22,29 | 5, 7, 11.12, 19, 23,26 | 3, 10, 17, 24, 25,31 
WASHINGTON (s). 2, 4, 9, 16, 23, 30 6, 13, 20, 27 3, 4, 10, 17, 24 1, 8, 12,15, 22,29 | 5,7, 11,12, 19, 23,26 | 3, 10, 17, 24, 25, 31 
WEST VIRGINIA _ 2, 4, 9, 16, 23, 3 6, 13, 20, 27 3, 4, 10, 17, 24 1, 8, 12,15, 22,29 | 5, 2,11,12,19, 23,26 | 3, 10, 17, 24, 25, 31 
WISCONSIN (s) 2,49, 16, 23, 30 6, 13, 20, 27 ~ 3, 4,10, 17, 24 1, 8, 12,15, 22,29 | 5,7, 11,12, 19, 23,26 | 3, 10, 17, 24, 25, 31 
WYOMING 2, 4, 9, 16, 23, 30 “6, 13, 20, 27 3, 4, 10, 17, 24 1, 8, 128, 15, 22, 29 _| 5, 7, 14, 12, 19, 28, 26 | 3, 10, 17, 24, 26. 31 
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“A Grand Job’... 


On Credit Information 


president of a southern bank: 


“‘We are deeply indebted to you for the grand job you did 
for us in handling our recent inquiry on the-—____Company. 
Your letter, supplemented by your telephone call the other 
day, gives us a very complete story—one that has been of 
real value and help to us and to our customer. Thank you a 
lot for a very fine job.” 


CENTRAL HANOVER 


BANK AND TRUST COMPANY 
NEW YORK 


Member Federal Deposit Insurance Corporation 


ES 
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On Building 


By JOHN R. BALDWIN 


Director of Personnel, Bank of Virginia, 
Richmond, Virginia. 


staff member sat at my desk 
and was handed his copy of our 
recently published staff handbook. 

The basic concept and spirit of its 
twenty-two informative pages is 
eutlined in clear blue printer’s ink 
on the soft gray cover. YOU and 
THE BANK OF VIRGINIA. 

The new staff member, viewing, 
for the first time, the cover of his 
staff handbook, found his eye fo- 
cused upon the word “YOU”—in 
attractive, three-inch script, joining 
itself with the smaller, block let- 
tered words—‘‘and THE BANK OF 
VIRGINIA.” 

Countless hours of effort on the 
part of many of us placed the Bank’s 
message in the hands of our entire 
staff. Hours of planning, reviewing, 
investigating and replanning had 
been the first steps. More hours of 
writing, conferring, and rewriting 
—all manner of preparatory work 
followed. 

All the way from conception to 
completion, painstaking care went 
into the choice of each single phase, 
the selection of type and format, the 
make-up of illustrations. All-im- 
portant, however, the book is in 
the hands of those for whom, actu- 
ally, it was created. 

What had we done for our staff 
members? Had we put into written 


Ts MORNING a newly employed 


EDITOR’S NOTE: 

We asked the Bank of Virginia 
for “an article dealing with staff 
manuals in general, with the ex- 
perience and observations which 
arose in the course of the prep- 
aration of your own manual 
forming the thread of the story.” 
Rarely has an assignment been 
more capably and accurately ex- 
ecuted. 


A Handbook 





The author and his assistant, Lovis M. Clark, discuss the manual. 


form an outline of basic policies, the 
knowledge of which already ex- 
isted firmly in their minds? Had 
we delivered them a profound re- 
port on management’s objectives 
and expectations—an accounting of 
management’s stewardship? Had we 
indulged in an empty gesture in the 
name of good fellowship? 

Or had we developed a medium 
of mutual understanding that was 
to serve staff and management in- 
terests in many ways? To answer 
these questions, let us take a look 
at the planning and preparation that 
went into the development of YOU 
and THE BANK OF VIRGINIA. 

We ran true to form, at The 
Bank of Virginia, when we began 
pondering this question. The or- 
iginal idea of wanting an informa- 
tion manual as an indoctrination 
piece for newly employed staff 
members seems to follow a pattern 
in the thinking of every organi- 
zation that now has one. 

The first thought is usually pretty 
general in character and takes the 
form of a management expression 
that grows more and more impor- 
tant as it is repeated—‘“We should 
have some sort of a handbook— 
something we can give the new 
staff member to aquaint him with 
the policies of our organization.” 
It’s just as simple as that. 

We begin to talk to each other as 
members of management about the 
idea. We come to a point along the 
way when we begin talking to our- 
selves about the idea. And this is a 
significant milestone. 

Here we stop merely wanting an 


information manual. Our original 
want becomes an indispensable need 
—an immediate need. Talking to 
ourselves, we have become con- 
vinced that staff relationships in our 
organization are at a very desirable 
level. We have provided many staff 
benefits over the years—benefits 
that reflect the high esteem in 
which we hold each member of our 
staff. As income permitted, we have 
invested what we could afford to 
ensure the welfare of the individ- 
uals who make up our bank family 
—there is stability of employ- 
ment, excellent work environment, 
modern, clean, air conditioned of- 
fices, low-cost group insurance, 
carefully selected work associates, 
liberal vacations, retirement plans, 


A Versatile Tool 


The handbook the new staff member 
received this morning has been in 
distribution only a few months, but 
we feel we have found a versatile 
tool in mutual understanding. It al- 
ready has helped immeasurably in 
these four ways: 

1. Providing vital information to 
new staff members; 


2. Bringing our present staff up 
to date on benefits, policies and 
regulations; 


3. Serving as a recruiting me- 
dium in school libraries and other 
recruiting areas; 


4. Promoting public relations 
through theme ‘'This is a good place 
to work’’ and a good place to do 
business. 
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bonuses, commissions—why, there 
is more to talk about than we re- 
alize. About these things at least, 
the new staff member should be 
told. 

The personnel department does 
what it can to acquaint the be- 
ginner with what he might look 
forward to as a member of the 
staff. We know this. But, to be 
realistic, how can we expect the 
individual to take in and retain all 
he hears on that first day in his 
new position? The awkwardness of 
the situation might well presuppose 
that he not only does not under- 
stand, but doesn’t even hear. 

His mind is filled with all manner 
of misgivings about the new step 
he is taking. Will he like his job? 
Can he succeed? Has he decided too 
hastily to place himself in this situ- 
ation? Yes, by George, he must have 
a manual. He needs and deserves it. 

Let us get him one. 


Needed By New Members 


We find, of course, that the new 
member of our group should have 
the writing of our booklet directed 
specifically at him. Just what are 
these things that we want him to 
know? Let us enumerate them and 
see. We have no trouble recalling 
the policies about which we had 
talked to ourselves. They are crystal 
clear. 

Each one had been proclaimed 
and issued in concise terms as it has 
been adopted. The policy titles roll 
from our tongue as the names of 
the presidents did when we were 
twelve—familiar as the words of a 
well remembered morning prayer. 
Our task shall be a simple one. 

We now have only to turn the 
writing chore over to competent 
persons and our challenge has been 
met. The objective is already in 
sight. 

These competent persons review 
the policies about which they will 
write, and surprisingly enough, the 
crystal clarity of the original proc- 
lamation is no longer there. The 
years have had their effect on even 
these things. Piecemeal exceptions 
over the years had not merely 
proven our policies—they had, in 
fact, replaced them. 

Staff members had grown older in 
point of service. Departments that 
had existed no longer were here 
and others had been inaugurated. 
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We had lived through a war. All 
these had had their effect. 


And Old 


We had been fearful that our new 
members failed to understand the 
things we had provided. It is evident 
now that our staff, new and old 
alike—worker and supervisor, must 
be as poorly informed, at least, as 
we. Or if not badly informed, they 
must surely be confused. 

All our preconceived notions 
about how the book must be writ- 
ten suddenly change. Our audience 
has changed. It has new members 
and old. It has staff, supervisor, ad- 
ministrator, officer—all needing 
this graphic presentation of per- 
sonnel and organization policy we 
are about to offer. 

As we find our audience increas- 
ing and changing its overall iden- 
tity, we discover the necessity for 
a very thorough check of our hand- 
book’s subject matter. First of all 
we study our policies, our staff 
benefits, our rules and regulations. 
They must be modified, modernized 
and made uniform. As this work 
progresses, the real reason for writ- 
ing the manual comes to us—almost 
as an afterthought. “This is a good 
place to work.” Here, in a few 
words is the message. 

We cannot afford to treat lightly 
a message such as this. If our mes- 
sage constitutes a truism, then, our 
bank is a good place to work, by 
comparison with other banks or 
with other businesses in the areas 
in which we operate. Most busi- 
nesses today try to provide “good 


places to work” so that we, by 
comparative measures, may be 
better or worse than some or all of 
them. If, however, our staff under- 
stands us and we them, we are in 
the best possible position to accept 
comparisons if comparisons are to 
be made. 

Knowledge is, of course, a pre- 
requisite to understanding, so our 
message must be prepared in such 
a way as to give the staff complete 
knowledge of our organization and 
all the things provided to ensure 
proper inter-relationships. Our book 
must be written and constructed in 
such a way as to leave no doubt 
in our minds that the least capable 
of understanding gets the full im- 
pact of the message—“This is a good 
place to work.” 

Another milepost has _ been 
reached. The summary message the 
book is expected to convey has 
established the tone and style of our 
undertaking. We must use simple 
but effective terms. We must be 
brief but thorough. 


Who Shall Write It? 


Our audience boasts of many 
levels of intellect and education— 
it is possessed of highly varying 
personalities. Our writing must be 
perfectly directed. We might easily 
be tempted into the fallacy of aim- 
ing our phrases at the lowest men- 
tality in our audience, and in so 
doing, lose all possibility of reach- 
ing the majority of the group. On 
the other hand, we could aim too 
high—with exactly the same result. 

This poses a very neat problem, 
but at the same time, it helps us 
solve another. There has been, as 
might be expected, much disagree- 
ment concerning just who should 
ultimately be responsible for writ- 
ing the book. 

Staff Relations are the responsi- 
bility of the personnel department 
—and public relations, that of the 
advertising department. Our writing 
problem erases the line of demarca- 
tion and gives us a joint function. 
The personnel department knows 
the staff individually better than 
any other department in the Bank. 
Personnel has done a great, great 
deal of listening to staff members. 
Staff problems, staff desires, staff 
gripes, and staff ambitions are its 
daily diet—‘“old hat.” The skill of 
the advertising department has 


(Continued on page 26) 
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@ Often it is with a pleasant start of recog- Thus, checks on Hammermill Safety pro- 
nition that your customers notice the vide an added advantage no other paper can 











Hammermill Safety surface identification on 
their checks. Many of them already use 
Hammermill papers in their business for 
letterheads and essential forms. 

The Hammermill name itself promises de- 
pendable, reliable service to them... because 
Hammermill papers have earned and long 
maintained their position of leadership. 


For the name of a member of the Hammermill Guild of Printers ready and willing to supply your 
printing needs on Hammermill Papers , call Western Union by number and ask for “Operator 25.’ 





Name. 






MANUFACTURED BY HAMMERMILL PAPER COMPANY, 


Hammermill Paper Company 
Safety Paper Division 
1505 East Lake Road, Erie, Pennsylvania 

Please send me — FREE 


HAMMERMILL SAFETY. 


give you. They are a reminder that, even in 
the matter of choosing check paper, sound 
judgment guides your bank management. 

We'd like you to know this fine paper 
better. Examine it in your own office, at no 
expense... just send the coupon below for a 
sample book of Hammermill Safety in various 
colors and three background patterns. 


| Wom meee 


—a sample book showing 


Position 


Please attach to, or write on, you 
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To all banks with a 
record storage problem: 


You can save tremendous 


amounts of valuable space 


... yet keep your files as 


complete and accurate as ever 


... by putting old documents 


on Recordak Microfilm 


F YOU HAVE THE PROBLEM of 
finding space for old records—and the 
older and more successful the bank, the 
greater the accumulation of documents— 


you ought to record them regularly on 
Recordak Microfilm. 


By doing so, you can get photographi- 
cally accurate and complete film records 
which cut filing space requirements as 
much as 99% .. . and, at the same time, 


provide far greater protection. 


You can destroy old records 
—and have them, too 


By microfilming material that has served its 
purpose in your bank’s daily business, you can 
destroy it as soon as legal requirements are met 
. .. Without impairing reference facilities. Film- 
filing, in fact, speeds reference. 


By using your present Recordak equipment 


in off periods between regular system’s use, you 
can “de-bulk” these obsolete records without 
disrupting routine . . . do it at high speed, low 
cost ... make your Recordak Microfilmer more 
useful than ever! 


Records can be destroyed 
immediately in some states 


Naturally, you'll want to check the latest laws 
of your state governing record retention, micro- 
filming, and statutes of limitations. When you 
do, you’ll probably find that a surprisingly 
large volume of records taking up valuable 
storage space can now be destroyed. In states 
where the complete and accurate Recordak 
Microfilm file is accepted in place of the origi- 
nals, records can be disposed of as soon as 
they’re microfilmed. 


Meanwhile, look over the list of bank records 
typical of those probably taking up room in 
your bank . . . consider the cost of storage space 
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Check list of 
Bank Records for 
| “De-bulking” 
y, on Recordak Microfilm 


Le 


— Ss Commercial ledgers 


Yee ann, Savings ledgers 


“4 


; ' Savings withdrawals 


7000 business-letter-size documents 
will go on the familiar 100-foot roll 
of Recordak Microfilm 


Savings deposits 


Note department 
liability ledgers 


| Auditing department daily 
statements and debits 
and credits 


these days .. . consider the cost of filing cabi- Ledger sheets of 
nets...and see what you can save by “filing” suspense accounts 


old documents on Recordak* Microfilm. Trust department 


: asset ledgers 
RECORDAK CORPORATION 


(Subsidiary of Eastman Kodak Company) | Christmas Club records 
350 Madison Avenue, New York 17, New York Correspondence 
Wire transfers 
Judgments 
Deposit slips 
Cancelled cashier's checks 
Certified checks 
Expense checks 


Dividend checks 


Credit Department Records 


=RECORDPK 


(Subsidiary of Eastman Kodak Company) 
originator of modern microfilming — and its application to banking systems 


“Recordak” is a trade-mark 
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proven its effectiveness in public re- 
lations—in all its many forms. To- 
gether, they constitute a double 
threat team that will keep our 
booklet well directed. Together, also, 
they recognize the heavy load that 
the manual will take, the many- 
sided job it can do. Through this 
association of functions, we dis- 
cover, also, the versatility of the 
tool we are constructing. 


First, we are providing new staff 
members with vital information. 
Second, we are bringing our present 
staff—and ourselves—up to date on 
benefits, policies, rules and regula- 
tions. Third, if our manual can be 
made adequately attractive, we will 
develop a recruitment medium to be 
placed in the libraries of all the 
schools and other recruitment 
sources in the areas in which we do 
business. Fourth, with our message 
in mind—“This is a good place to 
work”—we will develop a public 
relations piece for customers who 
find that a good place to work is a 
good place to do business. 


Other By-Products 


There would be other by-prod- 
ucts, too—supervisory levels in the 
organization would increase in im- 
portance and become more effective. 
A better, more informed staff will 
be built through mutual under- 
standing. A better staff spirit should 
be expected. Our first plan had been 
to develop a manual quickly and 
economically. But realizing the job 
the book will do, we decided to 
develop our manual as carefully as 
possible—economy of the project 
will be governed by the heavy re- 
sponsibility we are placing on it. 


We have attempted, herein, to 
illustrate the sort of thinking proc- 
ess that seems inescapable to all 
managements that have developed 
staff information manuals. At some 
point, we are sure that our thinking 
took on an individuality suited to 
our specific needs. It would appear 
relatively unnecessary to retrace 
our steps in search of that exact 
point now that we have our own 
handbook. Adequate to our pur- 
poses, let us say, we admit a certain 
pride in the end results of our 
undertaking. 


As an example of the criteria by 
which we justify our satisfaction, 
the officers of the bank unani- 
mously voted an immediate second 
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printing on the day they read the 
first edition. We have filled requests 
for more than six hundred copies 
of “YOU and THE BANK OF VIRGINIA” 
over and above distribution to staff 
members and local school libraries. 
Moreover, an improved relationship 
between ourselves and the schools, 
our best recruitment source, is be- 
coming more and more evident. 

Should our experience benefit 
readers contemplating development 
of a handbook, we suggest the fol- 
lowing procedure: 


1. Immediately place responsi- 
bility for preparation of your 
handbook on a properly auth- 
orized alliance of the advertis- 
ing and personnel departments. 
Miss Daphne Dailey, our di- 
rector of advertising, supplied 
the guiding influence that 
moved our project through its 
journalistic paces. She selected 
type forms, illustrations, color 
scheme, and page layouts; she 
planned the continuity of sub- 
ject matter and followed the 
mechanical problems—things 
foreign to the personnel de- 
partment. However, Miss Dai- 
ley did not attempt to alter 
the policy contents, which were 
the direct responsibility of per- 
sonnel. 


2. Alert your top management to 
its responsibility and put it “on 
call.” For example, our presi- 
dent, Mr. Boushall, wrote the 
“President’s Message,” himself. 
The staff knows him so well, 
any attempt to prepare a mes- 
sage for him would be quickly 
recognized. Mr. McEachern, 
executive vice president at the 
time of writing, assumed final 
responsibility for accuracy and 
adequacy of the policy informa- 
tion. 


.Decide the scope of “work 
load” to be placed upon your 
handbook and fit your prepa- 
ration to the full job you expect 
it to carry. 


w 


4.Direct the writing of your 
booklet to its entire potential 
audience—carefully and de- 
liberately. Garnish it with 
thoughtfully selected illustra- 
tions. Give it color, but keep 
it dignified. Banking is a highly 
respected profession. 

START IT NOW. You won’t 
regret your efforts. 


_ 











Customer Courtesy 


It is impossible to measure cour- 
tesy by giving more to the large 
customer or less to the small— 
more to the reasonable and none 
to the unreasonable. No matter 
who he may be, a customer is en- 
titled to our best manners. If a 
customer is irritable and exhausts 
our patience, he must never know 
it. Make a habit of courtesy, for a 
habitually discourteous employee 
fails to be a business assset. 

Although the daily work of 4 out 
of 5 of us involves no public con- 
tact, what we do to the best of our 
ability with a minimum of error 
is important in maintaining good 
customer opinion. Quick service at 
the windows, the prompt reply 
to letters of inquiry, proper ac- 
knowledgments, undelayed answer- 
ing of telephones are all attentions 
by which customers judge us. Be 
prompt and get things done! Our 
bank is continually complimented 
for the quality of its service. Fa- 
vorable comments give the bank a 
reputation for the kind of service 
that others want to enjoy. —“F & M 
Pioneer,” employees publication of 
the Farmers and Merchants Na- 
tional Bank of Los Angeles. 


Portrait Of A Big Man 

Big men are gracious. If a big 
man has others working for him he 
does not seek to impress employees 
that he is boss. On the contrary, he 
seeks to get the fact out of their 
minds, if for no other reason than 
to let them relax enough so that 
they can do their best work. 

Big men are not defeated by the 
yapping of little men. When you 
climb out of a rut you should brace 
yourself for a lot of bumps. Big 
men won’t stay in ruts. That is why 
they take the bumps. But it is how 
the bumps affect them that makes 
the difference. Little men are flat- 
tened by the blows. They never get 
up again. Big men are tempered, 
shaped, and molded by the same 
blows until they become rugged 
giants. 

Big men take time to be human. 
Back of all the work that is done 
in the world is a human motive. If 
we fail to treat our co-workers 
humanly, we don’t understand the 
first thing that is involved in a 
job.—Kenneth McFarland, Super- 
intendent of Schools, Topeka, Kan. 
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CHICKEN LOANS PROFITABLE FOR 
SANGER BRANCH, BANK OF AMERICA 


N. G. Logoluso, Manager of the Bank of America, 
Sanger, California, Decides Fryer Loans are a Sound 
Investment after Purina Dealer Presents Records 





Purina Dealer, Morris Fruit, left, and Banker N. G. Logoluso, right, discuss a broiler-production loan with W. M. Phillips. 


Purina Dealers H. M. Fruit and F. W. Shepherd of the 
Sanger Feed and Seed Company, Sanger, California, 
used actual records on every customer they had to 
convince Banker Logoluso that fryer loans are sound 
... with the chickens as security. They pointed out that 
each grower was visited regularly by the store owners 
or serviceman to check on those feeding, management 
and sanitation practices that make the growing of 
fryers profitable. 



















HOW NOTES ARE ARRANGED BY THE 
BANK OF AMERICA, SANGER, CALIF. 


When a grower wants to start his first batch of fryers on 
the Purina Program he goes to the bank. Grower and 
banker then discuss his finances and the feeding-manage- 


Basker Logoluso anode bile Great Chichen teen on these ment program he will follow. The grower makes a definite 


facts. Operating together—the Bank of America at 
Sanger and the Sanger Feed Store have now added an 
industry grossing $140,000 annually to their commu- 
nity. And it’s a profitable and growing business for 
all three parties—the fryer producer—the Purina 
Dealer—and the Sanger Branch of Bank of America 
which handles about $105,000 in chicken loans a year. 


commitment to follow the Purina Dealer's instructions. He 
also agrees to have the checks for his fryers, when they 
are marketed 10-12 weeks later, made over to the bank. 


Then the grower signs three notes — giving his 
birds as security: 


1. 90-day note — given immediately to cover cost of 
chicks and feed for the first 30 days. 
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Partners in 
COMMUNITY BUILDING 










2. 60-day note — issued one month after the first. To 
cover feed cost for the second and third months. 





s 


. 30-day note— issued 60 days after the first. 
Covers feed cost for the fourth month. 












IF YOU'D LIKE TO LEARN MORE about working with 
the local Purina Dealer in your community on broiler, turkey 
or livestock production loans, write to Ralston Purina Com- 
pany for information. And be sure to get acquainted with 
your Purina Dealer. He’s a good man to know. 


RALSTON PURINA COMPANY 
Dept. C, St. Louis 2, Mo. 
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(Answers on page 46) 


Circle the letter T if you believe the question is true, the F if false. 


A bank’s loan policies should become more lib- 
eral as business conditions improve and more 
severely conservative as they get worse. T. F. 


Installment loans are relatively liquid and, if 

they are properly administered, can be readily 
adapted to the supply of funds available for this 
purpose. T. F. 


The soundness of loans secured by chattel mort- 
gage on dairy cows, horses and equipment de- 
pends upon the value of the chattels covered. T. F. 


The quality of an installment loan can be pretty 
definitely ascertained from the promptness with 
which the first few installments are paid. T. F. 


The weight of a person weighing 200 lbs., in 

terms of the quantity of dollar bills it would 
take to make a bundle of equivalent weight, would 
be $100,000, $200,000, $300,000. (Check one.) 


The best way for the banker to serve the best 

interests of his bank and his community is to 
stick to his banking, and let those who have the time 
and the inclination take care of civic activities, etc. 
ae 2: 


The Liberty Bell was rung on July 4th, 1776, to 

call citizens together to hear the proclamation of 
the adoption of the Declaration of Independence. 
ae 


Thanksgiving is now observed as a legal holiday 


on the fourth Thursday of the month in all states. 


ae 


The contents of the bank’s Staff Manual should 
be directed primarily to the new employee. T. F. 


Preparation of a Staff Manual achieves the single 

purpose of making information regarding the 
bank available to the staff in convenient and under- 
standable form. T. F. 


Little or nothing can be done about the customer 
who is unwilling to complete his own deposit 
tickets. T. F. 
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New accounts should be opened by the teller who 

will handle the account in order to provide an 
opportunity for him to become thoroughly acquainted 
with the new customer. T. F. 


Where Teller’s Machines are used, cash-in and 
cash-out slips are totaled for the purpose of bal- 
ancing the cash. T. F. 


The routing symbol is the denominator of a frac- 

tion, the numerator of which is the ABA transit 
number assigned to the drawee bank. The first digit 
of 3-digit numbers and the first two digits of 4-digit 
numbers indicate the Federal Reserve District in 
which the bank is located. T. F. 


The next digit (the second or third as the case 

may be) is used to indicate whether items are 
receivable for immediate or deferred credit, and to 
distinguish between states within the Federal Re- 


serve District indicated, where that is convenient. 
d re 


i All routing symbols with the final digit 0 are 
receivable for immediate credit. T. F. 


A bank depositor, knowing that he was about to 

die, drew a check for the balance of his account 
to the order of a friend. He requested his employer 
to deposit the check to the credit of the payee as her 
agent, in the bank on which the check was drawn. 
This was done just before the bank closed. “The rub- 
ber stamp endorsement on the check and the entry 
on defendant’s account in the bank’s ledger were both 
made the following day.” The drawer died within a 
few hours after the deposit was made, and the ad- 
ministratrix of his estate brought action to recover 
the deposit. Did she succeed? 


In similar circumstances, the delivery of a sav- 
ings account passbook, with the intent of making 
a gift, will tranfer title to the donee. T. F. 


A person other than the drawer of a check pay- 

able to the bank’s own order cashes it at the 
bank and misappropriates the proceeds. Can the 
drawer recover from the bank? 


What is a Goozler? 
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Friendly Interest, Active Participation 


Of Public Help Bank “Steal The Show™ 


By GEORGE J. WATTS, JR. 


Assistant Vice President, Corn Exchange National Bank, Philadelphia, Pa. 


HY SHOULD A BANK 
W have a booth at a Home 
Show?” asked one of the 


estimated 300,000 visitors at the 
Home Show held recently at the 
Philadelphia Commercial Museum. 
An attendant at the booth of the 
Corn Exchange National Bank and 
Trust Company, Philadelphia, knew 
the answer. Handing the person a 
folder describing the bank’s serv- 
ices, she said, “On all sides you see 
displayed the latest and most de- 
sirable household equipment, home 
appliances, oil or gas heating units 
—complete home modernization. 
The Corn Exchange can help you 
own the things you want and need.” 

Most people stopped to look at the 
bank’s display—a colorful three- 
section back-drop featuring a large 
Plexiglas sign mounted on a natural 
finished, ribbed wood background. 
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The sign was one of the largest 
that can be made of the clear 
plastic material, with the bank’s 
“logotype,” which identifies it im- 
mediateiy with bank advertising, 
engraved in the Plexiglas in gold. 
Separate panels on either side of 
the centerpiece stressed the theme: 
“Select It—Buy It—Finance It.” 

Visitors at the Corn Exchange 
booth helped to make the bank’s 
exhibit a success by entering whole- 
heartedly into the entertaining fea- 
tures. It’s fun to guess the number 
of kernels on a large ear of corn 
suspended in a fish bowl. At least 
12,640 people thought so, as they 
circled the bowl, tried their skill 
at counting the kernels and dropped 
the slip containing their count in a 
basket. To each person who counted 
correctly would go a $5.00 Savings 
Account. 


On the opposite side of the booth 
visitors had the opportunity of 
being weighed on Yale and Towne 
scales and learning their weight in 
dollar bills as well as pounds. Some 
11,985 persons stepped on the scales 
during the week. With one pound of 
silver certificates equal to $500 and 
the average weight recorded at 152 
pounds, about $910,860,000 worth 
of people tried the scales. Each 
person weighed received a printed 
card mentioning Corn Exchange 
services and the location of its 
twelve offices, as well as the printed 
record of weight and dollar value. 

This year the Corn Exchange 
tried something new with the ear 
of corn in the fish bowl. During 
the week of the Home Show the 
bowl with the ear of corn was dis- 
played on the bank’s regular weekly 


television program “Open House,” 


Above: “This is the third consecutive 
year that the Corn Exchange has gone 
to the Home Show to meet the people." 
Attendants, officers and employees of the 
bank served on shifts. 
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presented on Wednesday evenings 
from 7 to 7:30 over Station WPTZ 
Channel 3, with the public being 
invited to attend the Home Show 
and guess the number of kernels. 
The following week the ear of corn 
was shelled on the television show 
and counted. Slips containing the 
individual count had been numeri- 
cally arranged in advance. These 
were now checked and two winners 
announced. 

Still another follow-up technique 
was the personal letter sent to each 
person who tried to guess the num- 
ber of kernels, telling the contestant 
that the correct count was 791 and 
suggesting that the bank’s nearest 
branch office might be of service 
to them. 

Corn Exchange, Philadelphia, has 
long been a pioneer in bank adver- 
tising. From its organization in 
1858, Corn Exchange presidents 
have been advertising-minded, tak- 
ing a personal interest in telling 
the bank’s story. This fact is attested 
by the old advertising scrapbooks 
in the bank’s files, which show the 
origin of many expressions and 
practices that are common today 
in most bank advertising. 


Why Television? 

It was in October of 1948 that the 
Corn Exchange adopted television as 
an important advertising medium. 
Purchasing a half-hour sustaining 
program of the interview type, 
whose lively Master of Ceremonies 
had already established a follow- 
ing, the bank changed the name to 
“Open House,” and proceeded to 
innoculate it with new ideas. A 
report from American Research for 
March, 1950, inndicates that 17% of 
the television sets in the 42- to 50- 
mile Philadelphia service area 
(420,000 sets) were tuned to “Open 
House” on Wednesday, March 1. 
There were reported 3.3 viewers per 
set on that night at 7 p.m., which 
means that some 235,620 people saw 
the bank’s show and commercials 
on March 1, 1950. This represents a 
willing “captured audience,” actu- 
ally looking and listening while the 
bank visits with them in their 
homes. The audience for that night 
was estimated at 36% men, 37% 
women and 27% children under 


16 years of age. There were only 
about 60,000 sets installed in the 
Philadelphia area when the Corn 
Exchange ventured into television 


30 





advertising. Now, the television 
industry estimates that 600,000 sets 
will have been installed by the end 
of 1950. So important has this 
medium become that the bank has 
decided to forego the usual vacation 
period and continue the show 
throughout the summer months, 
rather than break the program’s 
continuity. 

Tying the television show in with 
the Home Show was the means of 
arousing a natural curiosity in the 
minds of both audiences. A 16%4- 
inch Philco television set was placed 
in the Corn Exchange booth at the 
Home Show and “Open House” 
“tickets”’—flyers advertising the 
show—were distributed by booth 
attendants to all who expressed 
interest in television. 

“Select It—Buy It—Finance It” 
was the theme of the back-drop 
at the Home Show. In the interests 
of helping people to save regularly 
for a purpose, the Corn Exchange 
offered for sale its attractive cal- 
endar banks of cream-colored plas- 
tic lettered in gold. A bank was 
displayed in a handsome case with 
a flourescent flicker light on top of 
the television set. These banks in- 
spire compulsory savings on the part 
of the owner, since it is necessary 
to deposit a coin every day in order 
to keep the calendar up-to-date, 
while it takes a quarter to change 
the month. Corn Exchange pays 





$1.25 each for these banks and sells 
them for the same amount, fur- 
nishing the key with each bank. 
Since every bank carries the name 
of the Corn Exchange, together with 
the famous ear-of-corn trademark, 
it is considered a worth-while proj- 
ect, simply from the advertising 
angle. These banks were not pushed 
particularly during the Show, but 
were explained to interested visitors 
and 77 banks were sold at the Show. 
Sales at the bank’s 12 offices also 
jumped, following the demonstra- 
tion at the show. 


Key Factors: Friendly Atmosphere And 
Visitor Participation 


This is the third consecutive year 
that the Corn Exchange has gone 
to the Home Show to meet the 
people. The bank believes that the 
friendly atmosphere of the booth 
and the active participation of the 
visitors is responsible for the fact 
that the Corn Exchange exhibit an- 
nually “steals the Show.” 

In the outlying offices of the Corn 
Exchange National Bank, especial 
attention is devoted to community 
interests. Recently a colorful dis- 
play appeared at six of these offices, 
featuring a community bulletin 
board. Depositors are taking full 
advantage of the bulletin boards, 
using them for special notices of 
community interest. Blow-ups of 
current ads are also displayed, and 





Jayne Beattie, left, and Debbie Deacon, right, members of the business development 
department, help Mr. Watts count the kernels on the ear of corn displayed at the 


Home Show, on the bank's regular television show, 





“Open House.” 
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advertising literature is made avail- 
able. 

Handsome walnut frames on ea- 
sels, with fluorescent lights to il- 
lumine the 21” x 28” displays with- 
in, are used at all of the 12 offices. 
The monthly car card is being dis- 
played currently in these illumi- 
nated frames. Special displays are 
used sometimes, however, featuring 
three-dimensional signs which are 
highly effective to illustrate a 
special theme. 

The Corn Exchange Bank seeks 
constantly to build good public 
relations with advertising media 
slanted in that direction. Officers 
and employes of the bank serve on 
many banking, civic and philan- 
thropic committees, helping to for- 
mulate and administer many proj- 
ects that work for general good. 
Here at the Corn Exchange we be- 
lieve that good public relations are 
the result of a sincere desire to 
help people by serving them graci- 
ously in the countless little ways 
that present themselves from day 
to day. Advertising is just one part 
of the over-all public relations pro- 
gram. 


Safety Must Not Be 
Wrongly Emphasized 


A Western banker recently sent 
Bankers Monthly a safe deposit slip 
on the back of which was an ad- 
vertisement for the bank’s safe de- 
posit vault. This statement was in- 
cluded in this advertisement: “Put 
your valuables where they cannot 
be lost, destroyed or stolen.” 

This was referred to a bank at- 
torney who has studied such mat- 
ters, and he pointed out the danger 
of this wording in a safe deposit 
vault advertisement in the follow- 
ing words: 

“TI consider it legally dangerous 
to imply that valuables placed in a 
bank’s safe deposit vault cannot be 
lost, destroyed or stolen. This is 
very close to being a warranty to 
the customer. 

“The better way to advertise is 
to warn a customer of the exposure 
and vulnerability to his securities by 
fire, theft and burglary if left in the 
home, and merely describe the 
physical attributes of the vault. 
When you inform your customers 
that you have a safe deposit vault, 
you need not emphasize to any great 
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What about Common Stocks ? 


RADITIONALLY, of course, they've held little charm 

for trustees . . . have been carefully side-stepped 
by responsible people chiefly concerned with con- 
servation. 

And conservation at one time was relatively simple 

. merely consisted of preserving a fixed number of 
dollars through the lifetime of a trust. 

But that time isn’t now! 

Too many trustees today, are caught between sepa- 
rate responsibilities to donor, remainderman, and 
beneficiary on one hand . . . higher taxes, less income, 
and increased living costs on the other. 

True, it’s still a matter of conservation—and should 
be! But whether to preserve principal or purchasing 
power—and how—presents a very real problem. 

That’s why the senior analyst and consultant in our 
Research Department made that problem the subject 
of a recent study .. . why we think it may have a par- 
ticular interest for you. 

In it, he raises the whole question of common stocks 
.-- points out both opportunities and pitfalls . . . care- 
fully grades individual industries—and gives you de- 
tails on actual cases. He reminds you again of a chang- 
ing world, that new tactics are called for—and that 
common stocks, judicially used, might help. 

We think you'll find it a helpful report on your 
problems, one that contaims any number of good, 
sound, common-sense suggestions on what to do about 
them.* 


If you'd like a copy, just ask. There’s no charge, 








naturally. Just address— 


Department VG-59 
MERRILL LYNCH, PIERCE, FENNER & BEANE 


Underwriters and Distributors of Investment Securities 
Brokers in Securities and Commodities 
NEW YORK 5, N. Y. 
Offices in 98 Cities 
*If you'd like a leaflet outlining some of the services we offer 
banks and trustees—just say so. We'll be happy to mail that. too. 


70 PINE STREET 
































extent how formidable it is. The 
public visualizes it as being strong 
and expects it to be such. 

“Tt is important to build up a safe 
deposit business by convincing the 
depositor he should protect his 
bonds, securities and other valu- 
ables, but it is the manner of saying 
it which counts. 

“A bank is not a guarantor and 
no words should be used in ad- 
vertising literature which in any 
manner constitutes guaranty, war- 
ranty, or representation which the 
bank cannot completely fulfill. 





“It may seem like a simple thing, 
but if a bank should be faced with 
a law suit covering an alleged lost 
sum of money or securities from a 
renter’s safe deposit box, an alert 
attorney would seize upon any state- 
ment made on the deposit ticket as 
constituting a guaranty and repre- 
sentation that more than ordinary 
care will be used in protecting the 
property of a renter.” 

The daily grind of hard work 
gives a man_ polish.—Fraternal 
Monitor. 
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Movie Shows Profits 
From Electric Typewriters 


The recently released Remington 
Rand movie, “Keys To Electri-con- 
omy,” answers the problem of Elec- 
tric vs. Manual typing by showing 
typing station production increases 
of 10, 20 and even 50 per cent 
through the use of electric type- 
writers. 

Scenes from “Keys To Electri- 
conomy” demonstrate how the 
sponsor’s new electri-conomy Test 
enables the businessman to evaluate 
electric typewriters in his own 
office before he invests in any type- 
writer. Plot and characterization 
also reveal the Electri-conomy ad- 
vantages of quantity carbon copies, 
perfect stencil cutting and, in the 
words of the movie’s secretary, 
Miss Cranston, “electrified carriage 
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20. Check Protectors 50. Inter-Office Communicating 79. Time and Delayed Time Locks 
21. Check Signers Systems 80. Time Stamps 

22. Check Sorters 51. Interest Tables 81. Travelers Checks 

23. Check Sorting Trays 52. Ladders 82. Trucks, Tellers 

24. Checking Account Plans 53. Lighting Systems, Fluorescent 83. Typewriters 

25. Christmas Savings Clubs 54. Locking Envelopes 84. Typewriter Stands 

26. Clocks—Outdoor 55. Maps 85. Vaults 

27. Coin Bags 56. Metered Mail Systems 86. Vault, Trucks 

28. Coin Boxes 57. 


29. Coin Changers 
30. Coin Counting’Machines 
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Rand McNally and Co., 536 So. Clark St., Chicago 5, IM. 
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Name Plates and Desk Signs = Vault, Ventilators 





return keeps me fresher for five 
o'clock.” 

Conversion to electric bvinionitiies 
reaches a dramatic climax when 
hard-to-convince Vice President 
Murray gleefully tells how he and 
his office manager have saved $5,000 
annually through typewriter elec- 
trification. 

Professional actors from Holly- 
wood and Broadway add to the in- 


. Visible Records 
89. Windows and Lobby Displays 
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terest of the film. “Keys To Electri- 
conomy” is a 27-minute, 16-mm 
sound movie available free from 
any Remington Rand office, or may 
be booked by writing Visual Aids 
Dept., Remington Rand, 315 Fourth 
Avenue, N. Y. 10. The sponsor in- 
vites use of his film by every user 
of office typewriters. Remington 
Rand will provide operator, film 
and projector when requested. 


New Alert Alarm 
Scatters Burglars 


America’s newest burglar and in- 
truder alarm, the “Alert Alarm”’ is 
now ready for national distribution. 





This effective yet inexpensive ne- 
cessity is powered by a self-con- 
tained electric unit which requires 
absolutely no wiring. 

Fully guaranteed, the unit is 
easily attached to any door or win- 
dow without any screws. This pro- 
tector will sound a continuous ear- 
piercing alarm at the _ slightest 
opening of door or window— 
enough to make any prowler take 
to his heels and to alert every- 
one. Attractively cased in ivory or 
walnut-finished plastic, this com- 
pact unit retails for only $1.98. And 
since the alarm is completely self- 
contained, there is nothing else to 
buy. Further information about the 
“Alert Alarm” may be obtanied by 
writing to Electromagic Co., 1003 
Penn Avenue, Pittsburgh 22, Pa. 
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IBM Announces 
Two New Machines 


International Business Machines 
Corporation has announced new 
products in its line along with im- 
provements on existing machines. 





Electric Time Stamp Is Applied By Hand 
Against Any Surface. 

The additions to its line are a 
lightweight electric time stamp 
which can be applied to any surface 
on which an imprint is desired; an 
electric typewriter with decimal 
tabulation to facilitate typing col- 
umns of figures; and two new type 
faces for the executive model of the 
IBM electric typewriter. 

The new IBM Electric Time 
Stamp is governed by ordinary al- 
ternating current, is inked on a pad, 
and is applied by hand against any 
surface on which a time imprint is 
desired. The time imprint is made 
by a clock dial with an electrically- 
driven time pointer, while the date 
is imprinted by means of type 
wheels. Any desired legends or fac- 
simile signatures can be provided in 
the rubber face of the stamp. 





Electric Typewriter With 
Decimal Tabulation 


The new electric typewriter with 
decimal tabulation speeds statis- 
tical typing by adding ten touch 
tabular keys to the keyboard above 
the numeral row—exclusive in loca- 
tion, arrangement and power opera- 
tion. By selecting a proper key the 
typist moves the carriage automati- 
cally to the exact digit in each 
column for typing an amount, there- 
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GADGETS 


Seldom do we take time to measure 
the time-saving value of “gadgets”. 
Whenever one is developed we exper- 
ience a brief moment of enthusiasm and 
perhaps even go off the deep end in 
our evaluation of it. All too soon, how- 
ever, is it merged with other things and 
more or less loses its identity and its 
significance. 


A case in point here at DeLuxe is a 
little gold stamping machine which we 
bought some years ago to imprint the 
names of individuals on our pocket 
check covers. We paid about eighty 
dollars for this little machine and the 
manufacturer told us it would stamp up 
to four hundred covers a day with a 
good operator. We now stamp two 
thousand covers in six hours. 


The reason for this additional’ output 
is “gadgets”. There are so many and 
they look so formidable that by com- 
parison the original machine appears 
dwarfed. People who watch the stamp- 
ing operation for the first time are not 
too impressed with the time controls, 
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by eliminating extra space bar and 
back space operations. 

One of the new type faces for the 
executive model IBM Electric Type- 
writer, “Mid-Century,” is a 12- 
point sans serif type face, modern 
and functional in design, suited for 
both executive correspondence and 
the preparation of master copy for 
booklets and other publications. The 
other type face is “Text,” an 8- 
point face of classic design suitable 
for body in publications without 
photographic reduction, as well as 
executive correspondence. 


ViSlrecord Announces 
New Spacing Guide 

ViSIrecord, Inc., announces a 
new indexing and spacing guide, 
MAGNIvider, for VISIrecord, “The 
World’s Fastest Visible Record 
Keeping System.” 

Different in shape and construc- 
tion, it embodies the latest pro- 
duction techniques and product 
improvements. 

The spacing assembly at the end 
of each guide panel is of various 
dimensions (depending on card 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 


pressure controls, heat controls, auto- 
matic locking devices and automatic 
ejectors, but we who lived thru each 
experiment, and saw its final and suc- 
cessful application, appreciate what each 
does for us. With several such units 
in operation, stamping well over a ; 
million covers a year, a considerable k 
amount of money is involved and a 
large amount of money is saved. 
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More gratifying than the gadgets them- 
selves, however, is the realization that 
about fifteen different people created 
and built them in order to “do it easier”, 
and these same people, and many more 
like them, are coming up all the time 
with other gadgets to save time on 
other operations. In the race to keep 
roduction costs within reasonable 
fenien we cannot depend wholly upon 
major pieces of equipment because they 
will not do any more for us than for 
anyone else, but as long as we have these 
gadgets, and the people who are inter- 
ested in developing them, we are able H 
to effect offsetting savings that keep 
our costs in line. 
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Manufacturing Plants at: ‘ 








width, card stock and visibility) 
from .140” to .575” in thickness and 
in all card heights from 6” to 12” 
and are extruded of Tenite II plas- 
tic. 

The curved visible strip across 
the top of the MAGNIvider is ex- 
truded of Tenite II crystal clear 
formula especially developed by the 
Tennessee Eastman Corporation, 
subsidiary of Eastman Kodak Com- 
pany, Kingsport, Tenn. 

The body of the MAGNIvider is 
made of aluminum chemically 
treated with alodine, a new process 
developed by the American Chem- 
ical Paint Company of Amber, Pa. 

The plastic parts are firmly 
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DO YOUR OWN 
Bind imprinted checks... 
financial reports...proposals 
NEW GBC plastic binding equip- 
ment* immediately bindsimprinted, 
personalized checkbooks . . . also 
investment proposals, reports of all 
kinds. Books open flat. Equipment 
costs less than a typewriter. Easy 
and inexpensive to operate. Hun- 
dreds of enthusiastic bank users. 
*Patents Pending 
e 
. 


Special free trial offer. TRY this 
equipment in your own bank ... no ob- 
ligation. SATISFACTION GUARANTEED. 
— Send today for full infor- 
mation and 2 FREE handy 
pocket memo books bound 
on this equipment. 


emo | 


General Binding Corporation 
808 W. Belmont Ave., Dept. BM-7 
Chicago 14, Ill. 








‘ * LOWER PRICES : 
BETTER SIGNS ¢$ : 


Handsome hand- ¢ 
chased, “equal § 
to the finest,’ 
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cast bronze and ¢ 
aluminum tablets » 
and name plates ¢ 
at strictly com- 
petitive prices. 








Write for FREE folders 
for 68° years. 
Write today . 


Illustrating 
NEWMAN beautiful work- 
manship, famous 4 
$ Dept. B-M e¢ Cincinnati 3, Ohio > 
Secccccccccccoccccccccccces 
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STANDARD TUBULARS : 


CLEARER PRINTING 
EASILY OPENED 
HEAVY 

WEIGHT 









Complete Line 
of Money Wrappers + 


STANDARD PAPER GOODS MFG. CO. 
Worcester 8, Mass. 
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bonded to the aluminum body of the 
MAGNIvider by rivet extrusions 
formed out of the aluminum body. 

The index tabs are also manufac- 
tured of Tenite II crystal clear ex- 
trusions and snap over the top of 
the curved visible strip, with the 
bottom of the tab securely held in 
a pocket between the aluminum ex- 
trusion rivets. 

Advantages claimed by VISIre- 
cord Inc., include increased visi- 
bility, card capacity, simplicity of 
indexing, protection of the cards in 
echelon, beauty and neatness of the 
file, and strength and durability. 

For further information write 
ViSIrecord, Inc., 32-36 47th Ave- 
nue, Long Island City 1, & Y. 


New Posting Table 
Helps Organize Work 


Big enough to provide adequate 
posting space, plus room for “in” 
and “out” baskets, and small enough 
to encourage neat organization of 
all three activities, is the way the 
new Model 2428 Posting Table is 
described in the announcement just 
made by the Herring-Hall-Marvin 
Safe Co., of Hamilton, O. The 30” 
high table is made of steel, with a 
24” wide by 28” deep composition 
top, a full width, deep utility 
drawer, and is finished in gray. 





Originally designed to satisfy the 
demands of Herring-Hall-Marvin 
Rotary Record File users, the new 
table is said by the manufacturers 
to enjoy wide acceptance on all 
posting and reference jobs for its 
efficiency and space economy. Com- 
plete details can be obtained by 
writing the Systems Division, Her- 
ring-Hall-Marvin Safe Co., Hamil- 
ton, O. 





Name Advantages Of 
Interchangeable Desk 


The Berger Manufacturing Di- 
vision of Republic Steel has devel- 
oped a desk, the design of which 
is based on the modular principle 
of 15-inch basic squares. According 
to the manufacturer, this provides 
better utilization of floor space and 
maximum flexibility and uniformity 
in office arrangement. 





The tops, pedestals, drawers and 
bases are completely interchange- 
able, permitting dealers to decrease 
their inventories. Shipping and 
storage costs are lowered materially. 
Future changes in office arangement 
are made more simple. 

Proper desk height varies some- 
what with individuals. This has 
been taken into consideration in the 
new design. A simple leg adjust- 
ment permits the height to be 
changed from 29” to 30%”. 

Top trim, handles and feet are of 
stainless steel to insure lasting 
beauty and a minimum of main- 
tenance. Built-in raceways provide 
wiring space for telephones, , buz- 
zers, dictaphones and the like. There 
are no brackets or screws to snag 
clothing. Stenographers in partic- 
ular will appreciate the new ad- 
justable back panel. It is readily 
movable from the flush position to 
a 4-inch or an 8-inch depth. The 
interchangeability of desk parts is 
carried over into the line of tables 
which are included in this new 5000 
series. 

A sight-saving top is used on all 
desks and tables. The shade of the 
top is mist green. 

For information write to Berger 
Mfg. Division of Republic Steel, 
3100 East 45th St., Cleveland 27, O. 
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New Facts Of Light 
Offered By Frink Company 

The Frink Corporation, Long Is- 
land City, N. Y., has just issued a 
new, easy-to- 
read 16-page 


booklet enti- 
tled The Facts THE FACTS | 
of Thott .« . 
or What Every OF LIGHT 


Man Should 
ee ar ceegess 







Know Before 
He Gets En- 
gaged (in Buy- 
ing Illumina- 
tion). 

This illumi- 
nating booklet jus. — 
was written He Ge 
and illustrated /MaAsAMiaAas 
old, who is fa- 
mous for un- 
stuffing stuffy subjects. It presents 
in simple, straightforward terms 
the problems involved in buying 
lighting equipment ...and the 
“Perils of an Unwise Light Affair.” 





New Low-Cost Binder Performs 
Meany Useful Services In Bank 


It is now possible to bind per- 
sonalized checks, deposit tickets, 
credit reports, manuals of proce- 
dure, investment lists, surveys and 
the like in your bank with the 
simple low-cost plastic binding 
equipment recently announced by 
General Binding Corporation, the 
world’s largest producer of plastic 
binding equipment. Their new 





Model 12 equipment, complete, will 
cost about the same as an office 
typewriter but will enable a bank to 
make a more favorable impression 
on its customers and to simplify the 
handling of necessary papers by its 
employees. Checkbooks or forms 
bound with the Model 12 open flat 
and stay flat; pages turn easily on 
polished plastic rings. 
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Anyone in the bank, no matter 
how inexperienced, can make up an 
attractive and easily handled book- 
let in less than a minute; adding 
pages to previously bound material 
would take even less time. 

For an interesting brochure de- 
scribing the new G. B. C. Model 12, 
please write to the General Binding 
Corporation, Dept. B. M., 808 Bel- 
mont Avenue, Chicago 14, Illinois. 


Trust Department Operating 
Manual Outline Offered 


The complete outline for a sug- 
gested trust department operating 
manual is included in a recent 
issue of the Trust Bulletin, a 
monthly publication of the trust 
division of the American Bankers 
Association. The 22-page outline is 
the result of several years’ work 
by the division’s committee on 
operations for trust departments. 

In a foreword to the outline, John 
W. Remington, president of the 
trust division and vice president 
and trust officer, Lincoln Rochester 
Trust Company, Rochester, New 
York, said: “The advantages of a 
trust department operating manual 
have been widely recognized. The 
use of a manual promotes uni- 
formity of procedure and lessens 
risk of confusion and error. By 
clarifying the lines of authority 
and responsibility and supplying 
definite answers concerning policies 
and methods of operation, a manual 
aids materially in training new 
staff members. By making trust 
department procedures available in 
convenient form for study, a man- 
ual helps in the improvement of 
those procedures.” 


Booklet Offers Low Cost 
‘“‘Custom-Built”’ Files 


How to design and build “custom- 
made” files at the low cost afforded 
by standardized, mass-produced 
equipment is the subject of an in- 
formative new booklet just pub- 
lished by Remington Rand Inc. 

Through the use of Record-Stack, 
an assortment of intermembered, 
interchangeable file cabinets which 
house interchangeable file sections 
of many types and sizes, virtually 
any kind of file installation can be 
set up to suit the peculiar needs of 
any given office. 


The 12-page, fully-illustrated 





Allison 


COUPON 
COMPANY 
‘Ne. 


RECEIVING 
can mean RESELLING 


Time Payments, presented with Alli- 
son's Payment Coupon Books, involve 
no writing—no hunting or selecting 
cards—no window bookkeeping. Just 
stamp the stub “paid,” detach the 


coupon and the job is done. 


Customers like this NO WAITING 
SERVICE. You'll like it, too, because it 
is conducive to repeat business, which, 
in turn, is vital to Consumer Credit 
growth and profits. 


Samples of what we have done 
for others and complete informa- 
tion will be sent upon request. 
Write to head office: Indianap- 
olis 6, Indiana. 


The stock is Kraft, 100% Spruce — the 
strongest made. Gives coins greater pro- 
tection as actual tests prove. Imprinting 
indicia in colors, figures, and letters pro- 
vides triple identification to every package, 
thus increases legibility, speed in handling, 
and greater accuracy. Tapered edges and 
gummed straight edges. Packed 1,000 in 
a box. 


FREE SAMPLES — Write Today, Dept. A 


DIN WRAPPERS 








The C. L. DOWNEY Comnany 


HANNIBAL missouemt 


Worlds Largest Mfrs. of Coin Wrappers 
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New M.P. Jr. 


COIN 
CHANGER 


Now Used by 
Progressive 
Bankers 
Throughout 
the 
United 
States 


Speed plus 
Accuracy 


o THE MODERN 
° STREAMLINED CHANGER 


Here's seme of ~ util- 

ity combin ress up 

your tellers’ windows SMALLER 

with the new, stream- 8 x10 x61, 
* 


lined M. P. Jr. semi- 
LIGHTER 


automatic coin changer. 
9 Ibs. net 


Exclusive feature — hid- 
den currency and check 
box under removable 
top tray. Changer holds LOWER 
: caress, — PRICED 
tee. Durable hammer- 

tone gray finish. Fully $59.00 
guaranteed. plus tax 


$125—1¢.to 50¢. Fast 
— accurate — trouble 
Model with silver dollar key—$70 plus tax: 


TRS ORES? 
se@ee2e208200000 


See Your Dealer or Write Direct to 


METAL PRODUCTS ENGINEERING, INC. 


Los Angeles 58, Calif. 


4000 Long Beach Ave., 





brochure shows several of the vari- 
ations of Record-Stack arrange- 
ments which have been used in the 
offices of leading corporations and 
governmental agencies. It points out 
that the intermembered stacks pro- 
vided by the units eliminate the 
expense of buying end panels, save 
floor space and give extreme flexi- 
bility to any arrangement of files. 

Full catalogue data, including di- 
mensions of the various file cabi- 
nets and file sections, is provided 


in the back of the booklet. Identified 
as SC 677, the booklet may be ob- 
tained at any Branch Office, or by 
writing to the home office at 315 
Fourth Ave., New York 10, 
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No Noise Is Feature 
Of Sanford Stamp Pad 


Noise and wrist strain, hitherto 
a part of any rubber stamping op- 
eration, are eliminated by a new 
stamp pad just introduced by San- 
ford Ink Co., Bellwood, Il. 

The new addition to the Sanford 
line—known as the No. 20 Stamp 
Pad—is a cushion of resilient foam 
rubber. With just a light touch of 
the rubber stamp to this cushion, 
it virtually “drinks up” enough ink 
to make a clear and lasting im- 
pression on paper. Hence the user 
doesn’t have to tire his wrists and 
annoy with noisy pounding. 

No special ink is required for re- 
inking. Sanford’s Stamp Pad Ink, or 
any comparable quality stamp pad 
ink, can be used. The pad re-inks 
instantly; so the pad can be used 
without waiting. 

Because the stamping surface is of 
foam rubber, there is never any 
annoying lint from the No. 20 pad. 
It can be wiped clean with paper 
or cloth. It is available in five clear, 
vivid colors, or un-inked. 


Counterfeiters Beaten 
By Modern Wampum 


Wampum is staging a comeback, 
and in a form the Indians never 
dreamed of. 

The new wampum is a decided 
improvement on the black, purple, 
and white shells which the early 
American Indians strung together 
and used as currency in their trans- 
actions. It is virtually impossible to 
counterfeit or alter, being litho- 
graphed on _ specially protected 
check paper manufactured in a 
secret process by The Todd Co. of 
Rochester, N. Y. It comes in de- 
nominations of %4, %, 1, 5, 10, and 
20 wampum units. 

Wampum was put back into cir- 
culation by two clever business 
women in Denver, who had it de- 
signed to their specifications to be 
used as the medium of exchange in 
their unique “Barter Mart,” in 
which nothing can be bought and 
nothing sold with regular U. S. dol- 
lars. 

Mrs. Helen McConnell and her 
partner, Miss Helen Trent, dreamed 
up, copyrighted, and adopted the 
wampum and “Barter Mart’ ideas, 
and last September opened shop 
with 18 items in stock. Today, after 





moving to larger quarters, they 
have more than 3,000 items and are 
planning to open new “Barter 
Marts” in other cities. 

The first wampum they used was 
printed on plain paper presenting 
the danger of easy counterfeiting 
and resultant losses to the Mart’s 
proprietors. As soon as they re- 
alized this, they switched to the 
Todd “Greenbac” wampum. 

The modern wampum is water- 
marked to prevent imitation and 
has specially patterned colors front 
and back for additional protection 
against counterfeiting. A camouflage 
artist himself, the Indian would 
have appreciated the manner in 
which camouflaging patterns are 
used on the face to conceal hundreds 
of sensitively-printed “VOIDS” 
which flash into view if ink eradi- 
cator is used in an attempt to alter 
the wampum. 





oe Trent, who have brought “wam- 

pum" back into circulation, are shown in 

the window of their Barter Mart. 

With their slogan, “Swap ’Em 
for Wampum,” Mrs. McConnell and 
Miss Trent attract hundreds of Den- 
ver housewives to their Mart daily. 
Their customers bring armloads of 
“white elephants” gleaned from 
their households, trade them for 
wampum, and use the wampum to 
exchange for other articles in the 
widely varied stock. 

When an exchange is made, the 
purchaser pays a rate of 12 cents 
“per wampum,” which represents 
the Mart’s profit on the transaction. 
A baby crib carries a price tag of 
40 wampum; a corn popper, 15; a 
floor lamp, 10; ski boots, 12; men’s 
ties, 34; books, 1. 

“Women love it,” says Mrs. Mc- 
Connell. “They trade off their old 
clothes, Aunt Nellie’s china dog, 
dishes, jewelry, books, furniture, 
children’s outgrown carriages and 
toys—and have a wonderful time 
doing it. Some customers come reg- 


Helen McConnell (right) and Miss 
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ularly every day to be sure not to 
miss a bargain. Men, however, seem 
to be completely baffled by the 
whole procedure.” 
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Delbridge, Inc., Offers 
New Combined Tax Chart 


To assist the employer in taking 
advantage of recent legislation 
permitting combined deduction of 
Social Security and Withholding 
Taxes, Delbridge, Inc., is offering 
an inexpensive combined amount 
tax guide showing the full set of 
combined figures plus the inde- 
pendent F.I.C.A. deduction and 
withholding tax deduction. 

It is estimated that this legis- 
lative sanction gives the employer 
an opportunity to save as much as 
46% of the time and cost formerly 
required for making payroll de- 
ductions. 

Through use of the new Del- 
bridge tables, the employer is able 
to make the simple change over to 
combined tax entry at any time. 

This Government approved chart 
may be obtained from Delbridge 
Calculating Systems Inc., 2502-10 
Sutton Avenue, St. Louis 17, Mo., 
for $7.50 (Monthly Payroll Period 
$10.00). 


Advertising By Envelope 

A custom-built answer for the 
banker who is seeking ways of 
publicizing his bank is the “Arto- 
graphic” process which transforms 
the backs of envelopes into thou- 
sands of ads. 

Featured by Curtis 1000 Inc., the 
“Artographic” process reproduces a 
photograph or drawing on the en- 
tire back of the envelop, bleeding 
off all four edges. It converts what 
otherwise would be just so much 
waste space into a powerful ad, 
and at the same postage rate. 

All the bank has to do is send 
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the Company a photograph or art 
work of the design it wants to use. 
Curtis 1000 Inc. takes over at this 
point and makes the Artographic 
plate. 

There are standard designs too 
which have become very popular 
with banks throughout the country. 


Artographic is available in any 
one of ten standard colors. Address 
inquiries to Curtis 1000 Inc., Capi- 
tol Ave. and Flower St., Hartford 6, 
Conn. 


Fixed Bed All-Purpose 
Machine Desk Offered 


A new desk, described as a Fixed 
Bed All-Purpose Machine Desk, has 
just been added to the line of steel 
office desks made by Yawman and 
Erbe Mfg. Co., Rochester 3, New 
York. 





Catalogued as No. 6550-03 FBL, 
this desk has a top measurement of 
55” wide, with the portion to the 
right of the machine well being 30” 
deep. The machine well is angled 
slightly along the front and inside 
edges to permit positioning the 
machine to suit the operator’s con- 
venience. Front to back depth at 
this point is 34”. Equipped with 
molded gray linoleum top, brushed 
chrome corner caps and binding 
strip and adjustable island base, this 
new desk becomes a part of the No. 
6000 Associate Line. Machine well 
is linoleum covered and has an in- 
sulated hole for electrical wiring. 
Finish is “Y and E” Neutra-Tone 
gray. 

Uses of the machine include both 
typewriter and accounting machine 
applications of various sorts. In all 
instances the machine is available 
in a convenient location for required 
use throughout the day. The large 
flat top to the right of the machine 
bed permits a multitude of general 
clerical uses. Right-hand pedestal 
contains three card or box drawers. 





AJAX JUNIOR 
MODEL C 


CERTIFIED 


YABLE ONLY AS ORIGINALLY DRAWN 
PAAND WHEN PROPERLY ENDORSED" 


JUN 3 11950 
AJAX NATIONAL BANK 
ANYWHERE, U.S.A. 


AUTHORIZED SIGNATURE 
00 NOT DESTROY 


The Ajax, Jr. Certifier prints the entire cer- 
tification including the date on the face of 
the check in any desired position through 
a ribbon. No more messy rubber stamps, 
pads or ink. The automatic ribbon feed 
assures approximately 1200 clear impres- 
sions before rewinding. 

This sturdy, streamlined machine is 
priced at $45.00 complete with brass en- 
graved plate made to your specifications. 
Modern banks everywhere are discarding 
the old fashioned rubber stamp as a means 
of certification and are turning to this more 
efficient and economical method. 

Ajax Certifiers are known throughout 
the country for their dependability and long 
life. Seven models to choose from. 


Write for detailed information or ask 
for our complete catalog. 


TIME, DATE & NUMBER, INC. 


Exclusive Distributors 
AJAX TIME STAMP PRODUCTS 


368 BROADWAY © NEW YORK 13, N.Y. 
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Directory and Bulletin 


Boards for every purpose. 
Send for literature. 


ACME BULLETIN CORP. 


37 E. 12th St. New York 3, N. Y. 
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Arizona Banker Sparks State 
Drive For New Industries 


In the nation-wide scramble for 
new industries, Arizona stands out 
as one state that has taken concrete 
legislative action to improve its tax 
climate specifically for this purpose. 





H. A. Leggett and Gov. Dan E. Garvey 


Spearheading the movement for 
industrial tax revision was Herbert 
A. Leggett, vice president of Ari- 
zona’s state-wide Valley National 
Bank and chairman of the Gov- 
ernor’s Industrial Development 
Committee. This committee, con- 
sisting of leading businessmen and 
bankers from all sections of the 
state, was appointed by Governor 
Dan E. Garvey about a year ago to 
make a study of Arizona’s industrial 
disadvantages and formulate sug- 
gestions for legislative considera- 
tion. 

A series of committee meetings 
was held, starting in the spring of 
1949, at which local manufacturers 
of all types, large and small, ap- 
peared and outlined their problems. 
After studying dozens of case his- 
tories and the situation of many out- 
of-state manufacturers who were 
considering Arizona for potential 
plant sites, three definite recom- 
mendations were made for legis- 
lative action. 

With the active support of most 
of the Chambers of Commerce in 
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the state, the Governor’s Commit- 
tee was successful in obtaining the 
passage of all three of its bills ina 
busy special session just ended. Two 
of the bills have already been 
signed by Governor Garvey, and are 
now law, while the third measure 
requires action by the voters of the 
state. These bills provide for elimi- 
nation of the manufacturers’ sales 
tax, elimination of the ad valorem 
tax on raw materials and work in 
process, and a reduction in the basis 
for assessing machinery and equip- 
ment. : 

In commenting on the successful 
outcome of his committee’s pro- 
gram, Leggett said, “This is man- 
bites-dog stuff. In an era of devil- 
may-care spending for all conceiv- 
able and. inconceivable purposes, 
which means ever mounting taxes, 
it verges on the miraculous to find 
a legislative group with sufficient 
foresight and fortitude to vote sub- 
stantial tax relief to any special 
group. This action by our Legis- 
lature represents one of the most 
comprehensive programs put into 
effect by any state to welcome and 
stimulate industry. It shows that we 
mean business in our efforts to at- 
tract new enterprises, and are not 
just making hopeful but futile ges- 
tures in that direction. 

“This probably is the most con- 
structive step ever taken in Ari- 
zona to broaden and strengthen our 
economic base,” Leggett concluded. 
‘Its long-range significance cannot 
be over-emphasized.” 


Pocket-Size Will Receipts 
Issued By Security-First 


Security-First National Bank of 
Los Angeles recently issued the 
first of its new pocket-size Will re- 
ceipts in answer to widespread 
customer requests. 

Frank L. Humphrey, vice presi- 
dent in charge of new business in 
Security’s trust department, said 


the smaller, simplified form is ex- 
pected to be more convenient to 
both bank and customer. Because of 











its size and make-up, the card may 
be conveniently carried in the cus- 
tomer’s wallet or purse, thereby 
providing a means of identification 
as well as establishing the fact that 
a Will has been made and filed with 
the bank. 

The form is prepared with a 
carbon insert so that the bank has 
an exact copy of each receipt issued. 
When an original Will or Codicil is 
deposited with the bank the receipt 
copy is signed by the customer and 
retained by the bank for its files. 


Endorsement Viewer Wins 
Suggestion System Award 
For Originator 


An award of $1000 was made to 
Fred Gardner (seated), central 
proof division, Continental Illinois 
National Bank and Trust Company 
of Chicago, for his clever device 
for reading overlapping endorse- 





ments stamped on checks. Eugene 
W. Sloan (extreme left), second 
vice president, is shown presenting 
the award while Fred H. Remmert, 
assistant cashier, Rudolph E. Baum- 
heier, Millard S. McGuffin, assistant 
cashier, and Thomas Fenwick look 
on. 

The award, given under the Con- 
tinental Illinois suggestion system, 
was voted for Mr. Gardner’s “En- 
dorsement Viewer,” which consists 
of red and blue plastic filters 
bound in looseleaf form. 

A detailed description of how the 
popular little viewer operates will 
be found in the December 1949 
issue of Bankers Monthly. 
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BEN R. MEYER, formerly president, 
has been named chairman of the 
board of Union Bank & Trust Co. of 
Los Angeles. HERMAN F. HAHN has 
been advanced from executive vice 
president to president and J. Cc. LIP- 
MAN from vice president to senior 
vice president. 

BENJAMIN HILL has been elected 
vice president of the National 
Shawmut Bank of Boston. 


Herman F. Hahn Benjamin Hill 

L. M. ECKERT has been elected an 
assistant trust officer of The Cali- 
fornia Trust Co. 

WILLIS C. ANDERSON has been ap- 
pointed an assistant secretary in 
the personal trust department of 
the Chemical Bank & Trust Com- 
pany of New York. 

ELMER A. TABBERT has_ been 
elected an assistant vice president 
and territorial officer of The First 
National Bank in St. Louis, Mo. He 
will be an assistant to Mr. Wm. 
Moeller, vice president, and will 
travel for the bank in Illniois, In- 
diana and Kentucky. WALTER A. HEI- 
DELL was elected manager of the 
credit department. 

Security-First National Bank of 
California’s employe publication, 
“Security-First National News,” 
has won three prizes in the 1950 
Annual Award of Merit Contest 
sponsored by the Southern Cali- 
fornia Industrial Editors Associa- 
tion. Copies of the bank house 
organ, edited by James F. Reid, 
were awarded first prize for best 
statement of purpose; second prize 
for overall excellence, and second 
prize for the best photo of people. 

EDWIN L. EMERY, manager of the 
accounts receivable department, of 
The Public National Bank and 
Trust Co. of New York was ap- 


L. Vance Foster G. E. Arnold 


The election of L. VANCE FOSTER as 
vice president of the First National 
Bank in Dallas was announced re- 
cently. Mr. Foster came to the First 
National in Dallas from Wichita 
Falls, Texas, where he was vice 
president of the First National Bank 
of that city. 

The 56th banking office to be 
opened by The Cleveland Trust 
Company will be located in the new 
shopping and amusement center 
now under construction at Pearl 
Road and West 130th Street, in 
Middleburgh Heights. 

VICTOR T. CRANSTON has been ap- 
pointed vice president of The Bank 
of California, N. A. 

Bankers Trust Company of New 
York has acquired the bank build- 


ing at 1002 Madison Avenue, near | 


78th Street, where 


it opened a 


branch this month, following ap- 
proval by the superintendent of | 
banks. The premises are presently | 


occupied by the New York Trust 
Company. This has become the 
fifth New York office of Bankers 
Trust Company. 


Commerce Trust Establishes 
Oil And Gas Division 


In order to better serve the in- 


creased volume of business from the 


petroleum industry, in the develop- | 
ment and growth of which it has 


played an important part, Com- 


merce Trust Co., Kansas City, Mo., | 
is establishing an Oil and Gas di- | 
vision. A. L. Hall, an outstanding | 
petroleum engineer of Tulsa, Okla., | 
has been elected assistant vice 


president. 


Mr. Hall is a graduate of the 





Strengthen Your 
Doubtful Risks 
With Lawrence 


Recey LS 


j oem by its prevailing risk 
criterion, a bank’s portfolio 
contains many loans on open 
account which may well be 
placed on a secured basis. 


Lawrence warehouse receipts, 
issued on the borrower’s inven- 
tory, will protect the lender with 
fundamentally sound collateral. 


New“Small Business” Depart- 
ment now extends Lawrence 
service to inventories valued as 
low as $5,000. 


Lawrence warehouse receipts 
are supported by the strongest 
financial statement in the field 
warehouse industry. Lawrence 
has always discharged, in full, 
its liability to all holders of 
Lawrence Warehouse receipts. 


Lending institutions have 
profited with Lawrence field 
warehousing in dealing with 
more than 20,000 business 
firms, over a period of 35 years. 


Booklet Gives Field Warehouse Facts 


Tells how Lawrence 
field warehousing 
makes secured credit 
possible for accounts 
in your portfolio. 
Write for free copy, 
"Borrowing on 
Inventory.” 


AWRENCE VWAREHOUSE 


OMPANY 


Nationwide Field Warehousing 
DIVISION OFFICES: 
SAN FRANCISCO 11, CALIF. NEW YORK 5,N.Y. 
37 Drumm St. 72 Wall St. 


CHICAGO 2, ILL. 
100 N. ba Salle St. 


pointed assistant vice president and 
HENRY J. DENGEL, JOHN T. LAWRENCE, 
EUGENE BRINKER and JEROME D. 
TWOMEY were appointed assistant 
cashiers. 


Los Angeles « Boston * Philadelphia «¢ Pittsburgh 
Buffalo « Cleveland « Cincinnati * Kansas City 
St.Louis « Atlanta * Des Moines «* Charlotte 
New Orleans * Houston * Dallas « Denver * Phoenix 
Portland « Seattle * Spokane * Stockton © Fresno 
Washington, D.C. © Manila, P. I. 


Universtiy of Oklahoma and has | 
served in various engineering ca- | 
pacities with Phillips Petroleum Co., 
the U. S. Navy, Reno Oil Co., and 

the Deep Rock Oil Corp. 
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National City Bank Announces 
Credit-Expansion Program 


Enlargement of credit facilities 
to make loans up to $10,000 more 
readily available to small busi- 
nesses in New York City has been 
announced by The National City 
Bank of New York. 

The plan contemplates, according 
to the bank, loans for capital or 
other purposes requiring extended 
terms to repay. Notes will run for 
terms up to 36 months, or in special 
instances up to 60 months, with 
monthly payments in all cases. Ap- 
plications for these loans, the bank 
stated, may be made by individuals, 
partnerships or corporations already 
in business, or for new businesses, 
if capacity to repay can be shown. 

“An easy explanation of the kind 
of service we have set up is to say 
that the bank also will make loans 
to non-veterans very similar to 
those which, for several years, have 
been provided for former service- 
men under the G. I. Bill of Rights,” 
said Roger Steffan, vice president 
in charge of the bank’s various 
consumer-credit services. 

“There will be no hard and fast 





program for handling a particular 
application,” the bank’s announce- 
ment stated. “Some of the purposes 
for which applications may be pre- 
sented are: to increase working 
capital for current bills, payrolls, 
and cash discounts; to expand and 
diversify a business; to purchase 
merchandise for inventory; to pur- 
chase, install or repair machinery, 
business fixtures or equipment; to 
purchase professional equipment, 
such as medical, dental, musical; to 
purchase automotive equipment 
used in business such as trucks, 
cranes, bulldozers, tractors. 


RICHARD H. WEST, president of the 
Irving Trust Company is serving 
The Greater New York Fund 1950 
campaign as chairman of the bank- 
ing group, as well as chairman of 
the commercial banks and trust 
companies, and chairman of the 
savings and loan associations. The 
Fund’s annual appeals are directed 
toward business firms and employee 
groups for business’ share of over- 
all financial needs required to sup- 
port 423 local voluntary hospitals, 
health and social service agencies 
participating in the Fund. 





























































Dehumidifier In Vault Protects Securities And Valuables 


Guarding millions of dollars worth of securities and valuables 
against the ravages of high humidity in the money and security 
locker vault of the Bronxville Trust Company, Bronxville, N. Y., is 
this Frigidaire electric dehumidifier shown at the lower left. Bank 
officials claim that this small compact unit removes “up to a gallon 
of water per day” from the air in the vault. 
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Plans Completed For 
Trust Development School 


The curriculum and faculty for 
the 1950 session of the Trust De- 
velopment School at Northwestern 
University School of Commerce 
under the sponsorship of the trust 
division of the [Illinois Bankers 
Association has been completed. 

W. W. Hinshaw, Jr., president of 
the trust division and vice presi- 
dent of the City National Bank and 
Trust Company of Chicago, an- 
nounced that the school this year 
will be in session the last three 
weeks of August, opening at 9:00 
a.m., August 14, at Wieboldt Hall 
and closing with a summary and 
round table discussion the afternoon 
of September 1, to be followed by 
a banquet at the Union League Club 
that evening. 

Harold J. Clark, attorney at law, 
Chicago director of the school an- 
nounced the first annual speech con- 
test, an added feature of the school 
this year, where all students taking 
the course will be required to pre- 
pare a fifteen-minute talk on some 
phase of estate planning suitable 
for delivery before a businessmen’s 
group or service club. 


Liberty National, Oklahoma, 
To Move Into New Quarters 


The Liberty National Bank of 
Oklahoma City, Okla., has pur- 
chased the 33-story Apco tower in 
that city. The building will be re- 
named the Liberty National build- 
ing when the bank makes it its new 
quarters. 

Frank A. Sewell, president of the 
bank, disclosed that it will use the 
ground floor of the Everest Building 
to be constructed to the east of the 
tower for drive-in banking facili- 
ties, the second floor and other space 
for additional banking quarters. The 
ground floor of the adjacent build- 
ing will feature a center island with 
tellers located in this space. Motor- 
ists will be able ‘to drive in and 
conduct their business from car 
windows. 

Move of the bank from its present 
quarters to its new building will 
follow completion of the Everest 
Building and remodeling of the 
second floor. Officials expect this 
will be sometime after January 1. 
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Bank Of America Signboard 
Stops California Traffic 


Bank of America last month un- 
veiled their newest painted bul- 
letin in San Francisco, Calif. In- 
corporating the use of fluorescent 
paints and. “Black-Light” illum- 
ination, this display has proved to 
be a traffic-stopper since its recent 
completion by Foster and Kleiser 
Company. 

Situated in the heart of the ex- 
clusive Marina District, the bulletin 
shows not only to local vehicular 
traffic but to traffic proceeding to 
the Golden Gate Bridge and points 
north. 

The display is a 1244’ x 47’ city 
bulletin having spectacular effects 
which include not only the “Black- 
Light” treatment, but also cutout 
neonized letters along the top 
molding, as well as a 10’ diameter 
clock with sweep second hand at 
the right end of the display. The 
design was prepared under the 
direction of L. E. Townsend, vice 
president in charge of advertising, 
Bank of America. 


DEPOSITED WITH 


THE WHITE PRIVATE TRUST COMPANY 


__ Lawrence fourth White 
_Deaver, Colorado, _ April 6% __ 1049 


Items received for deposit are accepted on the following 
terms and conditions: This company acts as Stork’s re- 
ceiving agent and assumes full responsibility. All items 
are immediately credited, and are not subject to collec- 
tion, exchange, or refund. Items may be handled by any 
relative or friend in the customary manner, subject to 


normal precautions. An item received after the regular 
afternoon closing hour shall be deemed received that day 
up and until midnight 

ee IT PouNos | ozs” 
GIRL | 


—. 


“onicinal 436 a.m. | 


RECEIVED BY_ Tote + Bim 


A Day-And-Night Bank 


Sidney John White of the Inter- 
national Trust Company of Denver, 
son of J. Ford White, Cashier of the 
First National Bank of Salida, Colo- 
rado, and his wife, Shirley, adopted 
this unique means of announcing 
the birth of a son, Lawrence Burtt 
White, on April 6th. 
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Guess Again! 


This birthday candle, 40 inches 
tall, with a base five inches in 
diameter, was one of the most in- 
teresting features of the 40th An- 
niversary celebration of the Ruth- 
erford Trust Company, Rutherford, 
N. J. Visitors were asked to guess 
how long the candle would burn. 
Over 3300 ballots were cast and 
guesses ranged from 6 to 2500 
hours. The candle burned 171 hours, 
21 minutes and 26 seconds. The 
first winner guessed within 15 min- 
utes and 26 seconds of the correct 
time. 


Bank Holds Competition 
To Select Mural Painter 


The selection of four nationally 
known artists to enter finals in a 
paid competition for a $25,000 com- 
mission to paint a large mural in 
the lobby of the new First National 
Bank of Tulsa, Okla., building has 
been announced by Philbrook Art 
Center, which is handling the com- 
petition sponsored by the bank. 

Artists named were Fred Con- 
way, Webster Groves, Mo.; Peter 
Hurd, San Patricio, N. Mex.; Anton 
Refregier, Woodstock, N. Y.; and 
Clarence Van Duzer, Denver, Colo. 
They were selected from 20 artists 
nominated by eight leading mu- 
seums. 

Each of the four finalists will re- 
ceive $1,500 for sketches of the pro- 
posed mural, regardless of who is 
winner. They will have until mid- 
September to finish the sketches. 
All have been invited to visit Tulsa 
at the bank’s expense in prepara- 
tion for their sketches. 


ABA Promotes Bank 


Work With Farm Youth 

Regardless of the type of agri- 
culturai program a bank is carrying 
on, the keynote of that program 
should be work with young people, 
according to W. W. Campbell, chair- 
man of the agricultural commission 
of the American Bankers Associ- 
ation. Mr. Campbell, who is presi- 
dent of the National Bank of East- 
ern Arkansas, Forrest City, Ark., 
recently announced a new A.B.A. 
manual on farm youth. 

The new manual, “Building for 
the Future with Farm Youth,” is 
the seventh in the A.B.A. Public 
Relations Series of Manuals. It was 
written by the Agricultural Com- 
mission to aid banks in carrying out 
their rural community programs 
through activities with young peo- 
ple and, in its text, lists 31 projects 
of this type. 

“In our educational system,” the 
manual states, “there are few if any 
courses of study on the subject of 
family or business finances which 
inform boys and girls about the 
services that banks have to offer. 
Education about bank services such 
as savings and commercial deposits; 
consumer, commercial, and mort- 
gage loans; trust services; or safe 
deposit facilities is part of the pro- 
motional campaign that every bank 
should carry on. 

“The bank that has an outside 
farm representative trained in ag- 
ricultural work has a big advantage 
in any youth activity program. One 
of the compelling reasons a bank 
carries on youth activities is to en- 
courage farming practices which 
will increase economic stability in 
its trade area. Many banks have 
found that the high-grade cattle and 
farm animals that were bought for 
school boys and girls have increased 
the quality and production of live- 
stock and poultry throughout the 
entire farming community. 

“Your bank,” the manual con- 
tinues, “will take a big step forward 
in its youth activities when some 
officer or responsible member of 
the staff is assigned to do the job. 
He should be friendly with the 
vocational agricultural instructor in 
the high school, with the volunteer 
4-H Club leaders, and with the 
county agents of the Extension 
Service who are assigned to your 
trade area.” 
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“Check List’’ Reminders Covering 
Safe Deposit Boxes 


A “check list” for safe deposit 
box holders which will serve to 
remind them of the many things 
which should be kept in their safe 
deposit box is being distributed to 
its depositors by the East River 
Savings Bank, 26 Cortlandt St., N.Y. 

Twenty-eight different types of 
documents, important papers and 
valuables are listed in alphabetical 
order on the 6% x 3% inch card and 
spaced to provide a small checking 
square for each. 


Bank Of America Large Common 
Stock Offering Oversubscribed 


Bank of America has announced 
that the bank’s offering of more 
than $70,000,000 of new common 
stock to the shareholders has been 
substantially oversubscribed. 

The project attracted approxi- 
mately 115,000 separate subscrip- 
tions for about 3,750,000 shares in 
response to the offering of 3,523,896 
shares under the plan which ex- 
pired Thursday, June 1. Described 
as the largest offering of stock in 
banking history, it was offered 
without underwriting or managers 
except for a standby arrangement 
with Dillon, Read & Co. Inc., for a 
maximum of 100,000 shares, an 
arrangement which will not be 
utilized in view of the oversub- 
scription. 

The new capital, it is said, will 
increase the total capital funds of 
the bank to approximately $400,- 
000,000, the largest of any non-gov- 
ernmental bank. 


Safeway Stores, Incorporated 


Preferred and Common 
Stock Dividends 


The Board of Directors of Safeway 
Stores, Incorporated, on May 27, 
1950, declared quarterly dividends on 
the Company’s $5 Par Value Common 
Stock and 5% Preferred Stock. 

The dividend on the Common 
Stock is at the rate of 50c per share 
and is payable July 1, 1950 to stock- 
holders of record at the close of busi- 
ness June 21, 1950. 

The dividend on the 5% Preferred 
Stock is at the rate of $1.25 per share 
and is payable July 1, 1950 to stock- 
holders of record at the close of 
business June 21, 1950. 

MILTON L. SELBY, Secretary. 
May 27, 1950. 
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Employees of U. S. National 
Bank, Portland, Contribute 
To Regional Blood Center 


Typical of the interest of bankers 
the country over in problems in- 
volving community health and the 
welfare of the community in gen- 
eral, is that of the United States 
National Bank of Portland, Oregon, 
in the Portland Regional Blood 
Center, as manifested by a presen- 
tation of 100 pints of blood, con- 
tributed by employees of the bank, 
on the occasion of the first anni- 
versary of the Center. Blood was 
collected in a mobile unit operation 
set up in the bank’s lobby (above). 
Collections started at two o’clock, 
and continued until five o’clock. 

Also, in connection with the an- 
niversary an open house was held 
at the Center with Mayor Dorothy 
McCullough Lee cutting a huge 
birthday cake. Taking part in the 
ceremony were Dr. Ross T. McIn- 
tire, administrator of the National 
Blood Program, Edward A. Valen- 
tine, chapter chairman, and Donald 
R. Van Boskirk, chairman of the 
Blood Program. 

Photos on the right show a Red 
Cross nurse checking employee’s 
blood pressure prior to giving a 
donation, and Charles R. Harding 
waiting to make his donation. Mr. 








Harding is chatting with E. C. 
Sammons, president of the U. S. 
National Bank, and Dr Ross T. Mc- 
Intire, administrator of the Na- 
tional Blood Program. 
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During the 59th Annual Convention of the Illinois Bankers Association at the Sherman 
Hotel, Chicago, June 5, 6 and 7, guests attended an Agricultural Luncheon in the 
Grand Ball Room. Here getting together over the mixing bowl with agricultural 
products destined for a salad are (I. to r.) Melvin C..Lockard, chairman, Committee 
on Agriculture of the Illinois Bankers Association and executive vice president, First 
National Bank, Cobden (who presided at the Luncheon); Paul C. Johnson, editor, The 
Prairie Farmer, Chicago, speaker at the Luncheon (Subject: “Where Do We Go From 
Here In Agriculture?"); Philip L. Speidel, president of the Illinois Bankers Association 
and president, First National Bank of Lake Forest; and Harold A. Safford, program 
director of WLS and president of the Illinois Broadcasters Association. 


Illinois Club Formed 

Illinois students and alumni of 
the School of Banking at the Uni- 
versity of Wisconsin have com- 
pleted plans for the organization 
of the “Illinois Club of the School 
of Banking at the University of 
Wisconsin,” . . “whose purpose 
shall be the continued welfare of 
and interest in the School of Bank- 
ing among Illinois bankers and the 
promotion of continuing good fel- 
lowship among the alumni and 
student body of the School.” 


The Kentucky Trust Company 
Fifty Years Old July 10 


On July 10, 1950, The Kentucky 
Trust Co. of Louisville, Ky., rounds 
out a half century of existence. It 
began as the Kentucky Title Sav- 
ings Bank 50 years ago under the 
guidance and leadership of Embry 
L. Swearingen, founder and first 
president. The name went through 
a series of changes in 1909, 1925 
and 1926, and in 1944, when the 
present name was adopted. 

In 1909, the First National Bank, 
which was founded in 1863 and is 
“The oldest national bank in the 
South,” was purchased. The affilia- 
tion continues, the two banks now 
sharing the same home. 
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Kentucky Trust was the first 
bank in the country to install book- 
keeping machines and among the 
first to use microfilm and Christmas 
Savings Clubs. It pioneered in the 
use of weekly payments on real 
estate loans and in the sale of real 
estate bonds. Ralph C. Gifford is 
chairman of the board of The Ken- 
tucky Trust Co. and its affiliate 
First National Bank. Henry Y. Of- 
futt is president of the Trust Co. 
and vice president of the First Na- 
tional. J. McFerran Barr is presi- 
dent of the First National and vice 
president of the Kentucky Trust. 
Deposits as of December 31st, 1949, 
were $9,759,278 in Kentucky Trust 
end $107,468,510 in the First Na- 
tional. 


Publication of No. 7 in the A. B. 
A. Public Relations Series of man- 
uals for banks has been announced 
by the Agricultural Commission of 
the Association. This manual, en- 
titled “Building For The Future 
With Farm Youth,” discusses ac- 
tivities in which banks may coop- 
erate with rural youth organizations 
such as the 4-H Clubs, Future 
Farmers of America, Future Home- 
makers of America, Young Farmers 
of America, and similar youth 
groups. 


Mercantile-Commerce Promotes 


Six promotions in the trust de- 
partment and one in the commercial 
department of the Mercantile-Com- 
merce Bank and Trust Company of 
St. Louis have been announced. 

The following assistant trust of- 
ficers were promoted to assistant 
vice presidents: Thomas R. Evans; 
T. W. Johnson; Victor F. Moeller; 
John J. Rabbitt and Richard J. 
Weidert. 

Herbert W. Green was appointed 
assistant trust officer. Alfred E. Vohs 
was appointed assistant cashier. 


‘Foreign Exchange 
Quotations” Folder 


Manufacturers Trust Company is 
distributing a new edition of its 
“Foreign Exchange Quotations” 
folder. The folder lists 143 quota- 
tions of the currencies of various 
countries throughout the world. The 
folder also contains two tables 
showing the decimal equivalents of 
common fractions and shillings and 
pence. Copies are available at the 
bank’s Foreign Department, 55 
Broad Street, New York City. 


SERVICE 
Maintaining an inti- 
mate, personalized 


correspondent serv- 
ice. 


Wd 


To cooperate with 
out-of-town banks 
rather than compete 
for business which is 
rightfully theirs. 


Public National 


Bank and Trust Company 
of New York 


Established 1908 


EXPERIENCE 


Officials with years of 
service in this field, 
assuring a knowl- 
edge of requirements 
and valuable assist- 
ance, 









“ALL OF US have a positive voice. It directs us to do things that are right, 
just and intelligent. But many of us do not heed ‘positive’ nor think ‘positive,’ 
but rather listen to the negative voice that invites discord through injustice, envy, 
hatred and pride. We have developed a knack of tuning in the voice We want 

. and tuning off the one we do not wish to hear. Too many people are tuning 
in the negative voice. That's one of the troubles with the world today.'’—From 

the Prologue of ‘Pete Positive vs. Nick negative.” 





































































































Cast of “Positive vs. Negative,” a skit presented by the public re- 
lations committee of the Bergen County (N. J.) Bankers Association. 
As the plot unfolded, Pete Positive steadily triumphed over the bad 
influence of Nick Negative, and the fictitious Liverwurst National 
Bank became a different bank—where folks really liked and wanted 
to do their banking. 



















































The Sensitive Bankers 


“It is perhaps symptomatic that the craft which least needs fo 
mend its manners is most conscious of them. The Bergen County 
Bankers Association spent much of its time at two meetings this week 
showing its members by means of a skit how they can and should 
improve their public relations. ‘The Best Things In Life Are Free’ was 
the theme song: among things that don't cost you a dime to build 
your business are integrity, the quality and extent of your product 
(in the bankers’ case, service), the appearance you present to people, 
and kind treatment of the public. More than 600 bankers looked and 
listened, and went away determined to be better men. 

‘About the only criticism of this program available to one who 
did not witness it would be that it played to the wrong audience. 
Bankers don’t need reproving lectures on their behavior; their eager- 
ness to understand us and our problems, to help in the life of their 
community, to make business with them painless has become almost 
pathetic. Long since died the village banker of the folklore, the one 
whose glass eye was the warmly sympathetic one. Long since elected 
to his desk by a board of laymen is the banker who functions as 
local sage, drudging bookkeeper for the town charities, marriage 
counselor, civic reform leader, and Fourth of July parade grand 
marshal. 

“Once you're conscious you have a public relations problem, 
you've gone 98.09% of the way toward solving it. Where the 
bankers should book their skits and slogans is in the businesses and 
professions—and Government offices high and low—which don't 
think they have any such problem.'’"—£ditorial in the ‘Bergen Eve- 
ning Record" of March 18, 1950. 











Chubb & Son Offers New 
Form Of Coverage Insurance 


A new form of combined addi- 
tional coverage endorsement ap- 
plicable to private residences oc- 
cupied for dwelling purposes has 
been announced by the firm of 
Chubb & Son, 90 John St., New 
York City, managers of the Fed- 
eral Insurance Company and the 
Vigilant Insurance Company. 

The new endorsement, which 
represents the culmination of sev- 
eral months’ study, is designed to 
be added to fire insurance policies 
which include Extended Coverage, 
and extends the protection of the 
policy to cover Vandalism and Ma- 
licious Mischief, Accidental Break- 
age of Glass, Earthquake, specified 
types of Water Damage including 
rain and snow, Bursting of Steam 
Boilers and Steam Pipes, Explo- 
sion (to the extent not otherwise 
covered by the basic insurance), 
Ice, and Collapse. The insurance, 
which is written subject to a $50.00 
Deductible Clause, is available at 
an annual rate of 10c per $100.00, 
subject to the usual term rules and 
with no required minimum prem- 
ium. 

The form and rate have been ap- 
proved by the Insurance Depart- 
ment of New York State and are 
being submitted for consideration 
to certain other State Insurance 
Departments. 





Wooten Gets Honorary Degree 


Ben H. Wooten, president of the 
First National Bank in Dallas, re- 
ceived an Honorary Doctor of Laws 
Degree from the University of Ar- 
kansas, at the Spring Commence- 
ment exercises recently. 


The doctorate 
was awarded to 
Mr. Wooten “in 
recognition of his 
professional suc- 
cess and his serv- 
ices to the state 
of Arkansas and 
to the Univer- 
sity,” it was an- 
nounced. His 
many civic ac- Ben H. Wooten 
tivities during the years he served 
as president and chairman of the 
Federal Home Loan Bank of Little 
Rock, Ark., including the chair- 
manship of the State Banking 
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Board, 1933-37, the chairmanship of 
the State Planning Board, which 
planned for state institutions in- 
cluding the University of Arkansas, 
and the chairmanship of the State 
Civilian Defense Council, of which 
he was an organizer. 


RAND MSNALLY 


CHRISTMAS CLUB 
SYSTEMS 


G. E. ARNOLD, long-time Phoenix 
advertising executive, has been 
named publicity director for the 
Valley National Bank. 


The United States Guarantee 
Company of New York City an- 
nounced recently the election of 
GEORGE F. MEREDITH as vice presi- 
dent of the company in charge of 
the fidelity and banker’s blanket 
bond departments. 





are attractive to 


r aieceaaaaa our customers.. 
The Physical Characteristics Y 


Of The Routing Symbol Plan 


The routing symbol is the denomi- 
nator of a fraction, the numerator of 
which is the ABA transit number as 
signed to the drawee bank; 

The combined symbol, in fractional 
form, must be printed in the upper 
right-hand corner of the check above 
the figure amount line; 

This routing symbol is to be placed 
immediately below the A.B.A. transit 
number so that together they appear 
in fractional form. It should be printed 
in gothic type, the face of which meas- 
ures at least 8 points vertically, or 1/9 
of an inch from the top to the bottom 


More thousands of thrifty, far-seeing men and women 
join the ranks of Christmas club savers each year. 
They create desirable traffic that results in new 
business for other departments of your institution. 
Your customers appreciate it when you make it 
possible for them to save the Christmas club way— 
they are doubly grateful when you afford them the 
extra convenience and ease that Rand MSNally 
Christmas Club Systems provide. And you will like 
these Rand M¢Nally systems too—their fool-proof 
operation, their time-saving features, 


of the individual character. The fol- 
lowing type is the actual size to be 
used: 


55-146 
312 


or 


11-24 
1210 


The routing symbol (denominator of 
the fraction) is composed of not less 
than three nor more than four consecu- 
tive digits without any spacing, letters, 
or hyphens. In the case of three digit 
symbols, the respective digits indicate 
the following: 

The first digit designates one of those 
Federal Reserve districts which are 
numbered 1 to 9, as follows: 


Transit number 
Routing symbol 


Transit number 
Routing symbol 


Philadelphia 
Cleveland 
Richmond 
Atlanta 
Chicago 

St. Louis 
Minneapolis 


The second digit designates the Fed- 
eral Reserve bank or branch serving the 
territory in which the drawee bank is 
located. The head office is indicated by 
figure 1. Branches, if any, arranged al- 
phabetically are indicated by figures 2 
to 5. Figures 6 to 9 are used (or re- 
served) to designate special collection 
arrangements. 

The third digit serves two purposes: 
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their dependable quality. 


Let us send you samples and complete information 
on the kind of system you prefer. Write today. 


RAND M‘SNALLY & COMPANY 
CHRISTMAS CLUB DIVISION 


536 SOUTH CLARK STREET, CHICAGO 5 - 


11) EIGHTH AVENUE, NEW YORK 11 





first, it facilitates the separation of items 
which are receivable for immediate 
credit from those which are receivable 
for deferred credit (without respect to 
the number of days of deferred availa- 
bility) and, second, it facilitates the 
sorting of items by states in any case 
where that is convenient. 

Figure 0 designates items which are 
receivable for immediate credit if re- 
ceived in time to be cleared on the cur- 
rent day. All other numbers (1 to 9, 
inclusive) in the third position desig- 
nate items which are receivable for de- 
ferred credit, and also designate the 
state (in alphabetical progression) in 
which the drawee bank is located. These 
third digit numbers (1 to 9, inclusive) 
do not indicate the number of days of 
deferred availability, which will still be 
determined by the time schedules of the 
various Federal Reserve banks and 
branches. 


Four digit symbols have the same 
meaning as the three digit symbols ex- 
cept that the first two digits designate 
the 10th, llth or 12th Federal Reserve 
Districts as follows: 


Kansas City 
Dallas 


San Francisco 


The third digit designates the Federal 
Reserve office in the district and the 
fourth digit designates immediate or de- 
ferred availability, and states, parts of 
states, or certain other cities. 

A routing symbol is assigned only to 
those banks whose items are collectible 
through Federal Reserve banks. Other 
banks will continue to use their official- 
ly designated A.B.A. transit number, 
which, it is recommended, should be 
moved to the upper right corner of the 
check. 
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Answers to Bankers Monthly 
Quiz No. 84 


Page reference: July, 1950 issue 


F. It is pointed out in the ex- 

cerpt from the recently pub- 
lished pamphlet of the ABA’s Com- 
mittee on Consumer Credit, quoted 
by Mr. Powers on page 8, that credit 
practices exerting a due measure of 
restraint in times of good employ- 
ment conditions and high income, 
and displaying “confidence in the 
future of established borrowers 
when the trend is downward, help 
to create real business soundness.” 


T. Mr. Powers points out on 

page 8 that it is possible to 
maintain an installment loan port- 
folio in an altogether fluid condi- 
tion, citing figures showing that 
collections in 1949 substantially ex- 
ceeded loans outstanding at the 
close of the year. 


F. Dairy cows, horses and 

equipment should be regarded 
simply as income producing tools, 
and the soundness of the loan is 
determined more largely by the 
ability of the borrower to pay the 
loan systematically out of income. 
Mr. Powers, page 9. 


T. Experience has shown that 

the pattern set by the borrower 
in the handling of his first install- 
ment or two will quite likely be 
followed throughout the period of 
the loan. Mr. Powers, page 10. 





why not consult us. 


Assets - - - : 

Liabilities - - - - - 
Surplus to policyholder : - 
Losses paid to December 31, 1949 


Why Suffer Loss Pacus 
“ 


Owners, mortgagees, trust officers, and others 
responsible for safeguarding property need not 
fear loss pains if they are protected with property 
insurance in the proper amounts. If you have an 
insurance problem that is causing twinges now, 
But don’t procrastinate - 
tomorrow may be too late. 


$100,000. Mr. Watts states in 
the 3rd column of page 29 that 
500 certificates weigh a pound. 


F. The bank shares with the 

other businesses, organizations 
and individuals of the community 
the responsibility of initiating and 
supporting projects “that work for 
the general good.” The wise banker 
recognizes this responsibility and 
accepts and discharges it as a vital 
part of his public relations pro- 
gram. (Suggested by final para- 
graph of Geo. J. Watts, Jr. article 
on page 31.) 


F. The date was July 8th. See 
history on page 5. 


F. The holiday will this year 

be observed on the fifth Thurs- 
day, November 30th, in 11 states, 
as stated on page 18. ; 


f) F. Mr. Baldwin makes it clear 

on page 22 that policies, rules, 
regulations and benefits, and con- 
ditions in general, were undergoing 
constant change, making it neces- 
sary for old staff members to be 
brought up to date. 


F. It necessitates a study of all 

subjects covered, to the end 
that they may be “modified, mod- 
ernized and made uniform.” Col 3, 
p. 22. 


F. At the First National Bank 
of Vandalia, Illinois, customers 
are referred to the information 


desk for assistance in completing 





















THE PHOENIX-CONNECTICUT GROUP 
OF FIRE INSURANCE COMPANIES, HARTFORD, CONN. 
Combined Statement December 31, 1949 


$128,195,440 
63,268,050 
64,569,075 
462,311,853 





their deposit tickets. Most deposi- 
tors complete their own, and those 
who do not are taken out of the 
line at the teller’s wicket while it 
is being done for them. Page 12. 


F. This needlessly delays serv- 

ice to other customers, and the 
account should be opened else- 
where if at all possible. The cus- 
tomer can be presented to the teller 
after the account is opened. At the 
First National of Vandalia new 
accounts are opened at the infor- 
mation desk. Page 12. 


F. The Teller’s Machine accu- 

mulates “cash in” and “cash 
out” transactions, and the totals 
are immediately available at the 
close of the day’s business. Page 14. 


T. See page 45. 


T. That is the function of the 
final digit. The digit described 
in this question designates the 
Federal Reserve bank or branch 
serving the territory in which the 
drawee bank is located. Page 45. 


id T. Page 45. 


No. The court held that pay- 

ment took place when the de- 
posit was made, thus completing 
the gift before the drawer’s death, 
and that the plaintiff was not en- 
titled to recover. (Paton’s Digest.) 


T. Paton’s Digest and the cur- 

rent supplement cite several 
cases in which such a delivery was 
held to be valid inter vivos gift (a 
gift which passes title from one liv- 
ing person to another). 


Yes. The bank has been held 

liable in many such cases. 
(Page 1072, volume I of Paton’s 
Digest.) Two cases are cited in the 
April, 1950 supplement, however, 
in which the drawer clothed the 
agent with apparent authority to 
cash the check, which relieved the 
bank of liability. 


Mr. L. E. Frailey in the Dart- 

nell Better Letter Bulletin de- 
scribes a “Goozler” as a “letter 
writer who never uses a_ short 
word when he happens to know a 
longer word of the same meaning.” 
He suggests that you take 1,000 
words of your recent correspond- 
ence and count the one-syllable 
words. “If your percentage of one- 
syllable words is less than 70, then 
you are a Goozler.” 
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JUST PUSH THE BUTTON 


to put these powerful forces 
to work in your company 


Right now management has an unusual opportunity to gain 
employee-relations value from the high public interest 
these genii have created for U. S. Savings Bonds. During 
the Treasury Department’s Independence Drive, May 15- 
July 4, every major advertising medium has been used to 
broaden the people’s interest in Savings Bonds as a means 
of building financial independence. Now, more than ever, 
as a result of this all-out campaign, your employees will 
appreciate the convenience of being able to obtain Bonds 
“automatically” via the Payroll Savings Plan. 


If your company doesn’t yet have the Payroll Savings 


Plan, now’s the most opportune time for you to install it! 


If your company does have the Plan, now’s the time to 
remind employees about it! 


Employees who pile up money in Savings Bonds feel 
more secure ... are actually better workers. Moreover, 
Bond sales build a backlog of future purchasing power— 
good “business insurance” for all of us in the years ahead. 


Payroll Savings is good for your employees, your busi- 
ness, and your country. “Push the button”—call in one of 
your top executives and appoint him Savings Bonds Officer. 
All the material and assistance he may need are available 
from your State Director, Savings Bonds Division, U. S. 
Treasury Department. 


The Treasury Department acknowledges with appreciation the publication of this message by 


BANKERS MONTHLY 


This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and The Advertising Council. 
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How To Become A 


Successful Speaker 


By Harold P. Zelko. Published by National 
Foremen's Institute, Inc., New London, Conn. 
176 pp., illustrated, clothbound. Price: $2.50. 


In this new approach to the sub- 
ject of speech, the author assumes 
that people are already set in their 
ways so far as pronunciation and 
diction are concerned. But in spite 
of the minor mistakes they make, 
they can become interesting 
speakers. Such terms as modulation, 
pitch, voice control and the like 
are scarcely mentioned. 

Instead, the emphasis is placed on 
two simple ideas, “What do you 
want to say?” and “How should 
you say it?” This system to learn 
to speak effectively, decisively and 
without hesitation is the same one 
Mr. Zelko uses in teaching adult 
groups and college students at The 
Pennsylvania State College where 
he is associate professor of speech. 

The publishers state that the book 
is designed to be adapted to the 
education and business backgrounds 
of any group. 

In addition to “How to Become a 
Successful Speaker,” there is an 
“Instructor’s Guide for Developing 
Successful Speakers,” which in- 
cludes all the material necesary for 
leading the course (price: $5), and 
“Notes on How to Become a Suc- 
cessful Speaker,” which contains all 
the forms necessary for anyone 


AMERICAN BANKERS ASSOCIATION 


Oct. 
Nov. 


STATE ASSOCIATIONS 
Aug. 
Oct. 
Oct. 
Oct. 
Nov. 


22-25—Ilowa, Des Moines. 


OTHER ORGANIZATIONS 
Aug. 21 to 


Aug. 21 to 


Sept. 
Detroit, Mich. 


ginia. 





CALENDAR OF EVENTS 


Sept. 24-27—Diamond Anniversary Convention, New York, N. Y. 
18-20—Western Regional Trust Conference, Biltmore, Los Angeles, Calif. 
9-10—Mid-Continent Trust Conference, Statler Hotel, St. Louis, Mo. 


10-12—West Virginia, The Greenbrier, White Sulphur Springs. 
11-12—Nebraska, Paxton Hotel, Omaha. 
15-17—Kentucky, Brown Hotel, Louisville. 


9-11—Arizona, Annual Convention, Arizona Biltmore Hotel, Phoenix. 


Sept. 1—Pacific Coast Banking School, University of Washington, Seattle. 


Sept. 2—Central States School of Banking, University of Wisconsin, Madison. 
Sept. 17-22—Financial Public Relations Association, Hotel Statler, Boston, Mass. 
Sept. 21-24—Association of Bank Women, Annual Convention, Hotel Biltmore, New York. 
27-29—Mortgage Bankers Association of America, Statler and Book-Cadillac Hotels, 


Oct. 22-25—Consumer Bankers Association, Westchester Country Club, Rye, New York. 
Oct. 23-26—-NABAC, Annual Convention, Kansas City, Missouri. 4 
Nov. 


5- 8—Robert Morris Associates, The Greenbrier, White Sulphur Springs, West Vi- 


taking the course (price $.50). The 


“course is worked out in such detail 


that anyone who has the desire or 
assignment to lead it can do so 
capably and easily, regardless of 
previous speaking or teaching ex- 
experience. 


Money And Monetary Systems 


By Bertrand Nogaro. Published by Staples 
Press, 70 East Forty-Fifth Street, New York. Price: 
$3.25. 


The author is professor in the fac- 
ulty of law of the University of 
Paris, and the subject of monetary 
systems is considered from the in- 
ternational viewpoint. He traces the 
evolution of the complex systems 
which combine the various elements 
of money as it has developed over 
the years, and describes the tech- 
nique of their interlinking from 
country to country for the purpose 
of international payments. He ex- 
amines the theories which have been 
set forth regarding monetary sys- 
tems, and suggests how, in the 
modern world, it is possible to 
smooth out and stabilize the inter- 
national exchanges on which the 
prosperity of nations is founded. 


The pessimist says, “If I don’t try, 
I can’t fail.” The optimist says, “If 
I don’t try, I can’t win.” 

—L. & N. Magazine, Louisville & 
Nashville Railway. 




































































Encyclopedia 
Of Banking And Finance 


By Glenn G. Munn. Fifth Edition, 1949; Re- 
vised by F. L. Garcia. Published by Bankers 
Publishing Company, Cambridge, Mass. 736 pp. 
Price: $12.00. 

This compact volume contains the 
gist of hundreds of books on every 
phase of banking and finance, state 
the publishers. A quick reference 
form, it offers busy bankers the 
information they require. The new 
edition (the fourth edition was 
printed in 1937) discusses scores of 
new subjects, and elaborates or re- 
vises those which have already ap- 
peared. In it, the various banking 
terms, as well as all bibliographies, 
are brought up to date. 

The Encyclopedia is arranged al- 
phabetically by subject, and cross 
referencing is widely employed. 
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SIMPLE! 


Simplicity that’s hard to believe! From the 
swift, easy, one-hand form insertion to the 
simple, single-function motor bars, this 
machine is designed to the needs of modern 
banking . . . designed to do the posting job 
quickly, easily, accurately. 


Every feature, every detail of this great, new 
machine is carefully planned to make the 
posting job easier . . . to reduce the chance of 


Burroughs Dual Platen construction 


nef new accuracy to bank posting ! 









List posting during the posting run! Yes, this great, new 
Burroughs is a bookkeeping machine and an adding 
machine combined. It allows the operator to list checks 
or miscellaneous items at any time without disturbing 
any of the machine’s bookkeeping functions! 


Save time? Of course! But, that’s not all. The Burroughs 
dual platen construction permits the operator to handle 
all functions related to bank posting without the aid of 
other equipment. The Burroughs Bank Bookkeeping 
machine handles the whole job! 


AND— 


The list total and count of items are posted directly to 
the ledger or statement without rehandling any figures. 


Give your local Burroughs representative a call. Let him 
show you how this great Burroughs machine can reduce 
your costs and increase both the speed and accuracy of 
the posting job. Call him today! 


a rn ene, FLEXIBLE! 


Just flick a lever to change the machine from 


EFFICIENT! ledger to statement or balance transfer. 


Then, too, all adjustments or corrections 
can be made during the posting run, without 
memo records. 


error. As automatic as a posting machine 
can be, this Burroughs brings new efficiency 


to bank bookkeeping. 





WHEREVER THERE'S BUSINESS THERE’S Burroughs 


*t...and sucha | 


nice check !”’ 


Whether or not a check is in honor of a special occasion, its appearance 
is important — because making a good impression is important. Most of 
Americas leading bankers know that checks gain in distinction when 
lithographed on La Monte Safety Papers. You too will find it advanta- 


geous to use them. Your Lithographer will be glad to show you samples. 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-merk or design made in the paper 
itself. Such inpivipuALizeD check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 


THE WAVY LINES ® ARE A LAMONTE TRADE-MARK 








